finally 
an irresistible product 


New from Azrock’s 
Carton Full of Miracles. 


New Piedmont represents Azrock's skill in styling vinyl asbestos tile to enhance the 
sales appeal of the homes and apartments you build, Piedmont features stone-like 
chips of translucent vinyl encasing fine particles of real marble deeply imbedded 
in a long-wearing vinyl asbestos backing. And Piedmont's five appealing colors give 
you exceptional design versatility for any room in the home, Piedmont is available 
now, in 12" x 12", 1/16" gauge put it to work to help you sell! For more de- 
sign ideas from Azrock, write for our new color brochure, “25 Ideas for Dec- 
orating with Floors by Azrock," shown at right. It's yours with our compliments. 


® 


America’s leading vinyl asbestos floor tile 
Write for free literature and samples. Azrock Floor Products, 554B Frost Building, San Antonio, Texas 78205. 


ircle 50 on Reader Service card 


STOP!LOOK! 
& LISTEN! 


b 
cè 


NuTone 


^ home 
mtercom 
convenience 


center 


Stop in at the NuTone distributor displaying 
this sign and look at his complete line of 
NuTone Radio/Intercom systems. From low 
budget AM only models to the most refined, 
luxury systems on the market today. See how NuTone 
easy it is to install this sales appealing con- DIVISION 

venience feature and how little it costs... Madison and Red Bank Roads, Cincinnati, Ohio 45227 
it makes for good listening! Dep 


There is a NuTone Solid State FM/AM Music Intercom System designed to fit every home need — every budget! 


Super Powerful, Super Sensitive 


8 WIRE DECENTRALIZED SYSTEM 


The ultimate in super powerful, super 
sensitive performance through at 
least 16 Remote Speakers. Installation 
is easy and economical with eight- 
wire cable, which permits wiring from 
speaker-to-speaker. 


Maximum performance . . . modest price 
6 WIRE CENTRALIZED SYSTEM 
Offers complete control of the entire 
FM/AM Intercom system from the 


Master Station, with selectors for up 
to 10 Remote Speakers. 


Complete, space-saving, built-in 
FM/AM Music Intercom System . . . 
Major components are built-in, save valuable 
floor space. Record Changer and Tape Recorder 
fold out from the wall for use; fold back for stor- 
age — that’s convenience! 


Printed 
in U.S.A. 


3good reasons tosell Woodcarv! 


There are a lot of excellent reasons you should be selling WoodCarv cabinets — solid 
core doors, one piece seamless Birch face panels, three-point drawer suspension, etc., 
etc., etc. All the features you have a right to expect from fine cabinetry. But, the real 
feature, the real reason for selling WoodCarv is the customer winning styling and quality 
appearance of even the least expensive of the line. Three distinct and tasteful designs 
that are compatible with all of today's decorator trends . . . in whatever room storage and 
counter area is needed. Contact your WoodCarv representative today...see for yourself the 


3 good reasons Woodcarv sells! 


Lucerne Dartmouth Hampton 


NuTone 


^WoodCarv 
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Tomorrow's merchandise—or how West moves East 101 
A trip to California—especially this June—could be very profitable 


A break in the gloom 101 
Kudos to two top money men who are helping ease housing's tight-money pains 


FEATURES 


California: here it comes 102 
The biggest, most competitive market in the country is currently turning out the 
newest, most exciting product homebuyers have ever seen, Now the question is, 
when will the rest of the country wake up and start down the same road? 


California's biggest splash is being made 104 
inside the good old, reliable detached house 


Townhouses are being designed more and more 110 
for the growing market of sophisticates 


Patio houses are California's newest and most 114 
promising solution to the problem of small lots 


When California gets around to using its land 118 
well, the results can be spectacular 


Here's proof that California transplants 124 
can flourish east of the Rockies 


Northern California and the tradition of wood design 126 
Wood is the dominant design element in an architectural style that is as much 
at home in New England as California. This design file shows five examples 


A convention-goers' guide to San Francisco 132 
For those who plan to attend the Pacific Coast Builders Conference in June, 
House & Home offers a houses-to-restaurants guide to the host city 


NEWS 


California's giants stretch for even greater growth 4 
Kaufman & Broad gets ready to buy a supplier four times its own size, Larwin 
merges to get unlimited expansion capital, and Levitt is going West 


Congress promises scant relief on lumber prices 8 
Hearings in Washington pay lip service to housing's needs, but accomplish little. 
Several factors here and abroad combine to prevent extended relief 
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Cover: Patio houses in Laguna Niguel, California. Builder: Laguna Niguel Corp. 
Architect: Knowlton Fernald. Photo: John Hartley. For details, see 
page 115. 


NEXT MONTH 


Opportunity in America's growing roster of prosperous small towns: a builder 
case study . . . How a man-made lake turned an unbuildable site into an out- 
standing multifamily project . . . New ideas in high-density land planning 


CALIFORNIA : 


CALIFORNIA HOUSING STARTS 1946-1959 


] 


As the nation's population goes and grows westward, California 
builders can look forward to 200,000 average starts for the next 
10 years. Economists first estimated "69 starts at 180,000. Now, 
as mortgage rates soar, some experts predict 175,000—still up 
dramatically from 164,000 in 1968. One of every two will be 


an apartment. 


to 
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Much of the state's construction was rained out early this 
year, so there will be a miniboom of delayed projects this sum- 
mer. It will flatten out as builders go back to the banks, hat in 


hand, for new mortgage commitments. 


This is the land of giants. Here's what they are doing: 


1987 1988 1969 
VARTMEMT, DANKE OF AMERICA & 


CALIFORNIA'S MOUSES set nation's style and market pace; see p. 102. 


Kaufman & Broad seeks to buy supplier four times its size... 


Eli Broad has already narrowed the merger 
candidates to a few building-material and 
forest-product suppliers with sales of up 
to $300 million a year. 

Board Chairman Broad and his acquisi- 
tions expert have made the purchase their 
top priority. Nevertheless, the deal may be 
months away. 

Broad is in the front rank of industry 
leaders who are striving to organize to- 
morrow's total housing companies—diver- 
sified giants that could build virtually any- 
thing anywhere in Europe and America. 
The biggest builders see such broad-based 
corporations as the key to exploiting the 
boom of the 1970s, so each of them wants 
one. But, so far, none has decided precisely 
how to form one. 

Some are selling out for long-term finan- 
cial security (story below); others are merg- 
ing with fellow builders (story on p. 28). 

Last year Broad talked of acquiring a 
mobile-home producer as a base for a total 
housing company. That proved too expen- 
sive, and today Broad says: “The mobile 
industry seems headed for gross overpro- 
duction.” 

Key to total housing. He now feels 
that the solution is to buy a major supplier 
with a broad product line and the capability 
to prefabricate housing components. Then, 
Broad thinks, he could soar into factory- 
built housing in the "70s ahead of other 
builders and mobile-home makers. 

Broad also believes he could foster im- 
mediate growth for his supplier by redirect- 
ing its new-product development toward 
mass markets. “Too many of today’s new 
products,” he says, “are luxury items.” 


Richard Nagel, K&B's 30-year-old acqui- 
sitions expert, adds: 

"We want a supplier with earnings that 
are dependent on new-house sales. And we 
want a supplier with a diversified product 
line that we could broaden even further 
through other acquisitions." 

Merger magic. A $400-million com- 
pany is well within the reach of fast-grow- 
ing K&B, though the Los Angeles based 
company posted 1968 sales of only $72.2 
million. Broad has already cleared the way 
for the takeover with sophisticated cor- 
porate legerdemain. 


1. Broad has assigned day-to-day re- 
sponsibilities to others so he can concen- 
trate on acquisitions (News, Mar.). 

At 35, and worth $1 million for each 
year of his life, he no longer works for 
money but for challenge. “Maybe I can 
create something here, and maybe I will 
fail. But I am going to try." 


2. Kaufman & Broad has just become the 
first homebuilding concern listed on the 
prestigious New York Stock Exchange. 
That gives K&B status with the nation's 
strongest corporations. 


3. And by selling $15.3 million worth 
of warrants to the public last month, K&B 
raised net worth from $17.2 million to 
$33.4 million while reducing bank debt 
from $29.1 million to $13.9 million.* That 
gives K&B a highly favorable ratio of $2 of 
equity for each $1 of debt. Solid builders 


* The warrants are permits to buy K&B shares at 
$32.50. Shares hit $39.25 in mid-April on the 
strength of a record first quarter—sales: $19.9 
million, up 70%; profit: $926,781, up 65%. 


often boast of ratios of $4 of debt for each 
$1 of equity. (Furthermore, by eliminating 
half its debt and attendant interest pay- 
ments, K&B's net income after taxes will 
increase by $630,000.) 

And days after selling the warrants, K&B 
placed a $15 million subordinated note with 
private investment sources. All the maneu- 
vering will allow K&B to raise $75 million 
or more in cash for an acquisition. 


4. The company is prepared to buy a 
supplier through a stock offering, too. It has 
raised its ceiling on authorized shares to 15 
million, up from 5 million. 


5. And Broad and Nagel, after studying 
virtually all suppliers, are certain of what 
companies they can take over. 

Says Nagel: "Perhaps its top executives 
are getting on in years or they no longer 
have equity control. We would much prefer 
to buy peacefully, but we have not ruled 
out a takeover." 


More ambition. The new purchase plan 
probably makes K&B today's most ambitious 
homebuilding company. Up to now, the 
company has purchased only two compara- 
tively small companies—San  Francisco's 
Kay Homes ('68 sales of $12 million) and 
a California recreation-land developer—for 
$4 million in stock. 

But Broad is stretching. Besides giant 
suppliers, he is studying California savings 
and loan associations. And Nagel is inves- 
tigating builders in Great Britain. An Eng- 
lish company would be K&B's second Eu- 
ropean venture. After a nine month delay, 
K&B has began developing a subdivision 
outside Paris, France. 


...and Larwin fools 'em all by selling to CNA Financial 


Lawrence Weinberg thinks $200 million in 
the hand is worth more than the bonanza 
that may have awaited him on Wall Street. 

The Street's wiselings whispered that 
Weinberg would offer shares in his Larwin 
Group Companies to the public. Investment 
houses had even begun scrambling for a 
piece of the projected $65 million under- 
writing. 


But three days before Larwin was to file 
an initial application with the sEC, the com- 
pany sold out to a billion-dollar, Chicago- 
based holding company—cna Financial 
Corp. 

It was not a sudden decision. For months 
Weinberg had weighed the alternatives, in- 
cluding remaining a private company 
(News, Jan.). 


There were about 40 suitors for Larwin, 
which projects its "69 profit at $7.3 million 
on sales of $76.4 million. For example, 
Weinberg talked at least once with execu- 
tives of Hartford's Aetna Life & Casualty 
Co. and Detroit's Chrysler Corp. and 
Frank Stanton and William S. Paley of 
cBs reportedly toured Larwin's Simi Valley 

Story continued on p. 6 


Circle 51 on Reader Service card >> 


Now! The consumer 
appeal of redwood 


with the building 
benefits of plywood: 


REDWOOD PLYWOOD 


For everything from schools to supermarkets, churches to condominiums, more of today’s knowledgeable builders and 
architects are turning to redwood plywood. Thanks to years of advertising and editorial support, buildings featuring red- 
wood have an appeal few buyers (or tenants) can resist. Add the construction efficiencies of p/ywood to the virtues of 
redwood—natural beauty, resistance to weathering and insects, superior finish retention and scuff-resistance—and you 


have a combination no other panel material can touch. If you're not familiar with the many patterns (and applications) of 
redwood plywood, drop us a note and we'll send the information you need. That's uty of redwood! 
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California Redwood Association * 617 Montgomery Street + San Francisco, California 94111 
Plywood-producing mills: Simpson Timber Company + The Pacific Lumber Company 


NEWS 


continued from p. 4 


Levitt & Sons plants its banner in southern California 


Richards 


It is an invasion in name only. 

For the actual building in the new market 
will be directed by Tacoma's Herman Sar- 
kowsky, whose United Homes Corp. was 
just bought by International Telephone & 
"Telegraph Corp., the conglomerate that also 
owns Levitt & Sons. 

Sarkowsky will use the nationally-known 
Levitt name in southern California but will 
retain the United Homes label in the North- 
west, where it is well known. 

“That is our current thinking," says Sar- 
kowsky. 

At 42, Sarkowsky has been building in 
Washington and Oregon as United Homes 
for 16 years. Sales for fiscal '69 are pro- 
jected at $25 million, up 30% in two years. 

Chauvinistic California builders have long 
contended that Levitt, with its conservative 
models, could never crack into the land of 
pizzazz. 

No one will ever know. 

Sarkowsky has hired away Kaufman & 
Broad's chief architect, Fred Dayan, to run 


Larwin sells out to giant CNA Financial Corp. . . . (continued) 


subdivisions in southern California.* 

But none of these affairs caught fire, and 
Weinberg set a mid-March deadline for ap- 
plying to the sec to go public. Weinberg 
hoped to be the first homebuilder listed on 
the New York Stock Exchange. 

Then along came CNA. 

Insurance for builders. Thus far, 
homebuilding's biggest mergers have been 
made with building-product suppliers and 
land-rich conglomerates. But Weinberg, 
who commissioned studies of various com- 
panies, is convinced that an insurance com- 
pany is a homebuilder's ideal parent. 

An insurance company has plenty of the 
one thing a builder must have: money. 

“The CNA company,” says Weinberg, 
“can provide long-term relaxed capital. [Its 
'68 profit was $53.6 million.] And we can 
do the rest. We have been growing at 40% 
a year, and now we will grow at 50% as 
we expand into San Francisco and 
Chicago,” 

He feels that relaxed, or low-interest, 
money is more important than the cut-rate 
building products a supplier might provide. 
“You end up paying the full prices any- 
way,” says Weinberg. “If you accept dis- 
counts, you are really being subsidized by 
your own parent.” 

And although Larwin makes big profits 
by developing raw land, Weinberg thinks 
money is more valuable than acreage. “The 
CNA company,” he says, “doesn’t have much 
land. But how many of any parent’s stock- 
piled acres can any builder use? It is a 
happy accident if there is land in the right 
place at the right time.” 


* Aetna is now teaming with Kaiser Industries 
and Kaiser Aluminum to develop commercial, in- 
dustrial and residential sites, They will pool $175 
million in cash and property—including Aetna's 
630-acre Warner Ranch in southern California 
and the Kaiser companies’ 6,000-acre resort com- 
plex in Honolulu and 87,500-acre Rancho Cali- 
fornia southeast of Los Angeles. 
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SARKOWSKY DAYAN 


the southern California operation. And 
Dayan, who redesigned K&B's models last 
year, is sure to come up with a new set of 
houses that borrow little from Levitt or Sar- 
kowsky (see article at right). 

The new division is seeking land north 
and south of Los Angeles. Sarkowsky says 
that initially the division will build 300 
houses with deliveries in 1970. The price 
range for the first houses will be $26,000 
to $38,000. 

As the division expands, it could request 
management and planning help from 
Levitt'S computer center on the East Coast. 


Too cheap? Despite cNa’s potential as 
a benevolent banker, some chagrined Wall 
Street analysts say Weinberg sold cheaply. 

They figure that the public would have 
paid 35 times Larwin’s estimated per-share 
earnings for 1969, or 20% more than CNA 
agreed to pay. (Larwin gets $100 million 
in CNA stock now, and another $100 mil- 
lion if Larwin doubles its sales and profits 
by 1973. Weinberg is certain Larwin will 
earn the second $100 million before 1972.) 

Weinberg, who was Larwin’s largest 
stockholder, seems satisfied. “We think 
$200 million is a fair price. And the CNA 
shares we now hold have tremendous po- 
tential. We will be able to offer our em- 
ployes attractive stock option plans with 
CNA shares." 

The deal’s flip side. While the deal 
disappointed some housing analysts, it 
elated other analysts who follow the insur- 
ance industry. Says one: 

"Larwin is the best thing cna has 
bought.” (The holding company, which was 
formed in 1967 by Continental Casualty 
Co. and Continental Assurance Co., owns 
three other major companies, including 
Gerald Tsai’s famous mutual fund, The 
Manhattan Fund.) 

For $200 million in stock, CNA takes con- 
trol of the Larwin Group’s five divisions: 
Brentwood Mortgage Corp., servicing $330 
million in loans; Wilshire National Corp., 
a specialist in placing home insurance; Lar- 
win Home Center, a retail furniture com- 
pany; Larwin Fund, a shopping center de- 
veloper, and Larwin Co., the homebuilding 
division that will erect 3,000 units this year. 

The holding company wants to develop 
commercial properties (shopping centers, 
parking garages) through its own CNA 
Realty Corp. That division has already an- 
nounced plans for a $36 million Chicago 
skyscraper. 

“We can help,” says Weinberg, who will 


Levitt relies on sophisticated computers 
to help make management decisions more 
than any other homebuilding company. 


The Levitt man in California 
Fred Dayan is an ex-Israeli army para- 
trooper who carries the obvious nickname 
of The General (after Israeli military leader 
Moshe Dayan, no kin). 

Dayan fulfilled a childhood dream by im- 
migrating to California in 1958 to study ar- 
chitecture. By 1966 he was chief architect 
for a high-volume homebuilder, s&s Con- 
struction of Beverly Hills, though he had 
designed exactly one house. He discarded 
s&s’s models and built a new line that 
brought 1,000 sales a year. 

Two years later Kaufman & Broad hired 
Dayan to do the same job for its 30 sub- 
divisions here and its new venture in France. 
Project managers welcomed most of the 36- 
year-old architect’s ideas, but he became in- 
creasingly irked when any idea was nixed. 

Now he can run his own show. 


sit on CNA's board, “by giving CNA our in- 
sights. Our Larwin Fund has built some 
1,000,000 sq. ft. of commercial space.” 


Castle & Cooke buys builder 
—so does National Gypsum 


The southern California building combine 
of Barclay-Hollander-Curci has just become 
a wholly-owned subsidiary of Hawaii's 
Castle & Cooke Inc. 

The purchase price for B-H-C was not 
disclosed. The company is building 700 
townhouses on the Los Angeles waterfront 
at Marina del Rey and other big projects. 

Castle & Cooke, food producer with $400 
million in annual sales, owns land in 
Hawaii, the Philippines, Central America 
and California. The acreage has been 
valued at $300 million. Another subsidiary 
is developing California’s Sea Ranch. 

Florida sale. The National Gypsum Co. 
is reportedly paying $36 million in stock 
for Behring Properties of Fort Lauderdale. 

Behring, which specializes in retirement 
communities, earned about $300,000 on 
sales of $60 million last year. So the com- 
pany is selling for 12 times earnings, an 
estimate confirmed by President Kenneth 
Behring. 

Says Behring, a 40-year-old multimillion- 
aire: “We might have gotten more money 
by selling shares to the public rather than 
merging. But what’s the difference between 
$60 million and $40 million?” 

National Gypsum announced tentative 
plans last year to buy Sam Ervin's $20-mil- 
lion homebuilding company in Charlotte, 
N.C. That deal fell through. 

Going public. Pulte Home Corp., the 
$20-million Detroit homebuilder, has 
spurned several merger offers and decided 
to offer its shares publicly. The company 
sell $50,000 custom homes in Detroit, 
Chicago, Washington and Atlanta. 
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Finger joined Hedwood 


Funny, some builders think 
finger-joined redwood is for fascia: 


Itis. Fascia, trim, jambs, siding, 
paneling, soffits, cabinetry, you-name-it. 


Really knowledgeable builders today can cite you a dozen time-saving ways they're using finger-joined 
redwood. They know they can order exactly the lengths they need—there’s no sawing on the job and no 
waste. (20-footers are no problem, and extra wide edge-glued pieces are readily available.) Because 
each board is electronically glued and engineered straight, the boards go up fast and lay flat. When 
you add the remarkable virtues of redwood itself—paint retention, weather resistance, consumer demand 
—you have a product no material can match. Find out for yourself about finger-joined redwood. Today. 


That's the beauty of redwood! 


For additional information, write: California Redwood Association, 617 Montgomery Street, San Francisco, California 94111. MEMBER MILLS: Georgia-Pacific Corp. 
The Pacific Lumber Co. + Willits Redwood Products Co. + Boise Cascade Corporation + Miller Redwood Co. + Arcata Redwood Co. « Simpson Timber Co. 
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The lumber price spiral, or, how the builder gets nailed 


Homebuilders looking to Congress for lum- 
ber-price relief better take another look. 

Little—if any—legislation is likely to 
emerge, though persons on all sides of the 
lumber mess say that only new laws can 
bring lasting help, 

Key Congressional aides reveal that last 
month’s hearings before the Senate and 
House Banking and Currency Committees 
were held more to show concern than to 
do anything about lumber costs. 

One aide said: “As far as the hearings 
are concerned, homebuilders shouldn't ex- 
pect much help.” 

The hearings were called after lumber 
and plywood prices shot up more than 90% 
in less than two years. Plywood is up 100% 
and softwood lumber, a house’s main fram- 
ing material, is up 859% since mid-1967. In 
some areas the price of Douglas fir lumber 
doubled in 12 months. 

Several factors have driven lumber prices 
to tree-top levels after years of relative 
stability (chart above). Witnesses at last 
month's hearings cited them all—more log 
exports to Japan, higher domestic demand, 
limited domestic supply, poor timber man- 
agement by the federal government and 
even the seasonal shortage of railway cars. 

Lumber industry witnesses blamed the 
government. And some government wit- 
nesses, including Secretary George Romney, 
hinted that the lumber industry itself might 
be at fault. 

Lumber group's argument. The Na- 
tional Forest Products Assn. told Congress 
that the price spiral was strictly a "supply- 
demand situation, brought about by static 
log availability and increasing product de- 
mand, unnecessarily aggravated by federal 
government policies." 

The NFPA said the government unneces- 
sarily restricted the supply of softwood tim- 
ber from national forests—which hold 60% 
of the nation's sawtimber—while lumber 
consumption hit record levels. (In 1968, 
homebuilders and others consumed 35.1 
billion bd. ft. of softwood lumber and 14.9 
billion sq. ft. of softwood plywood.) 

The NrPA wants the nation's timber- 
management policies revamped—for the 
first time in 30 years. Currently the national 
forests produce only 25% as much timber 
per acre as private timberland. 

Officials of the U.S. Forest Service dis- 
closed that trees that could yield 10 billion 
bd. ft. of timber are lost annually to fire, 
insects and disease. But they added that 
larger Congressional appropriations would 
be needed to facilitate logging in the vast 
federal forests, which cover twice the land 
area of California. With enough money, 
five billion bd. ft. could be saved annually. 

Federal response. The federal govern- 
ment made a three-part response. 

© President Nixon ordered a 10% in- 
crease in the sale of lumber from publicly 
owned forests to yield another 1.2 billion 
bd. ft. during the next 15 months. 

* Secretary Romney asked the Justice 
Department to investigate possible anti- 
trust violations in the lumber industry. In 
Congressional testimony, he noted that the 
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LUMBER PRICES are up sharply but some other prices have actually risen higher over long term. 


number of sawmills has declined sharply 
in recent years, but he stopped short of 
accusing the industry of wrongdoing. 

(Lumber industry profit climbed 91% in 
1968 to $635 million.) 

* Romney also asked Congress to con- 
sider limiting the industry's log exports 
to Japan and other foreign countries. He 
pointed out that Congress has passed a law 
limiting log exports from federal forests 
but has left private lumbermen free to sell 
their reserves to foreign buyers. 

The forest industry cultivated the Jap- 
anese market in 1966, when domestic hous- 
ing starts plunged. Timber-poor Japan, 
which is building more houses (1.9 million 
a year) than any other nation, took every 
log it could get. Last year Japan bought 2.1 
billion bd. ft., or enough timber to build 
40% of this country's annual output of 
one-family houses. 

James Turnbull, executive vice president 
of the American Plywood Assn., acknowl- 
edged that Japanese exports drove prices up. 
But he added: "The scarcity [of lumber] 


House's lumber costs up 38% 


ips 
cost boosts reported by a large-volume 
builder in a wahoo pe: 

In. da | house that | cost the builder 
$22,900 to erect in 1968, now costs 
him $25,650. That's a 12% jump. — 

Profit figures were not included dn 
the builder's cost breakdown: 
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was there before Japan began to bid." 

There is some Congressional support for 
an outright curb on log exports. Rep. 
Thomas Ashley (D., Ohio) of the House 
Banking and Currency Committee says: 
"We are helping Japan reach its housing 
goals over the next ten years and ignoring 
our own. They have the timber to do it, 
and we don't." 

Indeed, the Congressional hearings were 
interpreted by some observers as this na- 
tion's way of telling Japan to exercise volun- 
tary restraint before the U.S. is forced to 
impose distasteful trade barriers. 

Price decline. Although the hearings 
could provide only psychological impact on 
the lumber market, prices did decline 
sharply early in April. 

According to one source, the basic price 
of sanded plywood dropped to $110 per 
thousand bd. ft., down a full $34 in just three 
weeks. And sheathing, the plywood most 
used in houses, fell to $115 per thousand 
bd. ft., down $15 from its peak. 

There was confusion about what actually: 
caused the sudden price drop. 

The Wall Street Journal, however, simply 
reported that buyer resistance to higher 
prices had been building for several weeks 
and that the decline was inevitable. It 
added: “The market still is very unstable 
and could move either way." 

Some elements of the lumber industry 
took immediate steps to assure that the 
market moved one way—up. 

Fifteen Oregon plywood mills shut down 
as they awaited a price rebound. And Boise 
Cascade, a major timber producer that also 
owns a team of builders, revealed that it 
would hold its plywood off the market while 
prices remained unstable. 

The lesson for homebuilders, who have 
looked everywhere for help, seemed all 
too clear: 

Lumber prices will remain high, even 
if lumbermen have to withhold timber from 
the market to assure supply shortages. 

—ANDY MANDALA 
Washington 
NEWS continued on p. 12 
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The warm sell. - 


P Mosaic ceramic tiles 
Á 


turn acold bath into a nice warm room 
and an empty house into a sale. 


Circle 56 on Reader Service card 


Build a ceramic tile bath into any home you're 
building and you've given yourself an extra sell- 
ing feature. Make that tile Mosaic's "Certosa" 
and you've got a sure deal. 

"Certosa" ceramic tile comes in two sizes, two 
glazes and sixteen bath-warming colors. Also 
ideal for an elegant foyer and a distinctive family 
room. 

But there's more to Mosaic than "Certosa". 
There are 10 plants turning out the broadest 
ceramic tile line in the industry. 33 regional 
warehouses stock all the tiles and tools needed 
for complete installations. Over 150 distribu- 
tors, sales representatives in every major mar- 
keting area, and a complete design department 
at your service. 

Here we tile a bath for you in flashed olive 
“Certosa” while we pave the page in red. But you 
could do the job with square tiles. Or scored 
tiles. Glazed or unglazed. Many sizes and shapes 
offer truly distinctive design effects. 

For the rest of the sell, write: The Mosaic Tile 
Company, Box 999, Florence, Alabama 35630. 
We'll be happy to send you our full-line Archi- 
tects' Guide. 


MTEI NTa)o MOSAIC TILE COMPANY 
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Truth in lending: No more room for those little white lies 


j p ‘It’s a tough law. 


Mortgage lenders who thought the truth- 
in-lending legislation would be a simple 
matter are finding that the Federal Reserve 
Board’s 59-page regulation will involve 
them in more paperwork, legal problems, 
advertising changes and federal gobbledy- 
gook than they ever encountered in writing 
the most complicated of loans. 

Regulation Z, as the truth-in-lending 
rules are called, goes into effect July 1, and 
Mortgage investors and originators are 
already in a small frenzy of preparations to 
comply. 

The purpose of the law is plain: to make 
customers aware of the cost of credit and 
to permit them to compare the terms avail- 
able from a variety of credit sources. The 
details of the regulations are complex in the 
extreme. 

Rules and penalties. The regulation 
spells out not only the disclosures—includ- 
ing the finance charge and annual percent- 
age rate—that must be made by creditors 
but also the manner in which disclosures 
must be made. It allows customers to cancel 
some types of consumer credit within three 
business days if a residence is used as col- 
lateral, and it sets standards for advertising 
credit terms. 

Penalties for violation are a $5,000 fine, 
a year in jail, or both, upon conviction. 
The customer can sue for civil penalties of 
twice the amount of the finance charge, 
court costs and attorney's fees. 

The regulation, seeking to plug loop- 
holes before they open, details the print 
size for the terms "Finance Charge" and 
"Annual Percentage Rate" as they are 
shown on the contract. They "must be 
printed more conspicuously than other 
terminology." 

Posting of discounts. Mortgage lend- 
ers must disclose interest rates and the 
additional amount payable under any 
point or discount system. They must reveal 
loan fees, finder's fees or similar charges, 
investigation fees, credit-report fees and 
the premiums or other charges for any 
guaranty or insurance protecting the credi- 
tor against default by the borrower. 

The law does exclude several items from 
computation of the finance charge, includ- 
ing fees or premiums for title examination 
or title insurance; fees for preparing a deed, 
settlement statement or other documents; 
escrow for future payments of taxes and 
insurance premiums; notary fees for deeds 
and other documents; appraisal fees, and 
credit reports. 

The items that need not be included in 
the finance charge, if they are itemized 
and disclosed, are fees and charges paid 
to public officials to perfect, release, satisfy 
or determine the existence of a security 
lien; and taxes. 

Lender's problems. One section of the 
regulation, dealing with rescission rights of 
the borrower, could prove troublesome to 
mortgage lenders. Borrowers can rescind 
certain contracts within three days if notice 
of the rescission is in the mail by the end 
of the third day. 


A borrower who uses the right of re- 
scission is not liable for any finance charge 
or other fees, and any security interest he 
has given becomes void. The lender must 
return to the borrower within 10 days after 
rescission all funds or property given as 
down payment or earnest money. 

So a lender may face a dilemma: Should 
he withhold loan funds from the borrower 
until he is certain the transaction will not 
be rescinded, or risk taking the loss on 
funds advanced on a transaction that is 
later rescinded. 

If the lender withholds the mortgage 
instrument from the public record, he risks 
exposure to liens that may arise later but 
which, because they are recorded, will 
preempt the lender's own mortgage lien. 

The lender could obviously record the 
lien, but if the transaction was rescinded, 
the lender could not recover from the custo- 
mer any of the costs of recording or satis- 
fying the lien. 


Advertising. All advertisements, wheth- 
er in circulars, magazines or newspapers 
or on radio and television, are subject to 
Regulation Z. 

The advertisement of the availability of 
credit must state the rate of the finance 
charge as an annual percentage rate if it 
states the finance charge at all. If the ad 
states the down payment, or that none is 
required, or the installment payment 
amount or the period of repayment, or the 
dollar amount of the finance charge, it must 
then set down each of these items: loan 
and down payment amount; number, 
amount and due dates or period of pay- 
ment schedule; annual percentage rate of 
the finance charge, and the time loan bal- 
ance. 

Mortgage lenders are going to have prob- 
lems. Two months remain before the rules 
become effective, but it may be two years 
before mortgage men are comfortable with 
the details. NEWS continued on p. 20 
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Reported to HOUSE & HOME in week ending April 18. 


| FHA Sec. 203b— | FHA Conventional Loan Rates | Construction 
Auction Min.-Down* 30- immed.* 207 7 Savings Savings Loan Rates 
Prices | Discount paid by builder Apts., banks, banks, banks, 
pit 18 rivate mkt. | | Discount | Ins. Cos. S&Ls S&Ls. Interest-+-fees 
LT City TAY 74% | 7596 80% Over 80% | _ All lenders 
Atlanta [m7] a M+] MAA 74-2 | 842 WW 
90-day Boston Par a 7% a a MFI 
commitment | Chicago 5-6 me |7 T-TW-14-2 1-14 42-3) B42 
953 Cleveland +5 a TIA MI — $413 LES 
Ace} | Dallas | 44-54 a Kh TKH 8+2 8+? 

Pig range, | Denver 34 a |74 Th [EUESEUIE SHIA 
| Detroit 34 a 7 TH o e +2 
180-day Honolulu 5-54 a 8-84 En 84-84-34 -SAFS 

commitment Houston 4-5 a Th 8+2 BATIK | SHIA 
— Los Angeles d D ANFI TAPA [UR UESUEE 

ed | Miami 44-5 a TAF m+ — 8-8 3-84 43-1-2 
bid range Minn.-St. Paul 2 e |m- Th ELS | B42 
95.20-95.80 | Newark 35 a Th 74 b [941-2 
| New York [e E TA TA TA 12 

12-18 month | Okia, City Ex] a a Téxi MFS 
Average Philadelphia 4 a 7+ a . 8+2 
€ San Francisco 35 a +i $-8414-2 84-8432| 84-9--14-3 
peine St. Louis 35 a TAIR TA- MA |Ma 

96.30-96. Seattle EET] a TH-BATIREBA+2 SNANFI 8-84 1-2 

Wash., D.C. 5-84 a Thee The D 3-84 2 


* Quotations refer to prices in metropolitan areas, discounts may 

run slightly higher in surrounding towns or rural zones. 

* Quotations refer to houses of typical average local quality. 

* 3% down on first $15,000; 10% of next $5,000; 20% of balance, 

Footnotes: a—no activity. b—limited activity. c—Net yield to 
mortgage pli 


investor of 6% jus extra fees. w—for comparable VA 
joans also. 
Sources: Atlanta, Robert Tharpe, pres., Tharpe & Brooks Inc.; 
| Boston, Robert Morgan, pres., Bank; 
Robert H. Pease, pres., Draper & Kramer inc., and Robert H. Wilson, 
| Percy Witson L4 pm a E e e David E. 
" Neill, vice pres., Jay 4 , Inc.; Dallas, M. J. Greene, pres., 


Southern Trust & Mortgage Co.; Denver, Clair A. Bacon, sr. vice 


pres. First National Bank; Detroit, Sherwin Vine, vice pres., 
itizens Mortgage Co.; Honolulu, H. Howard Stephenson, vice 


Bank of Hawaii; Houston, Everett Mattson, sr. vice pres., Lomas & 
Nettleton West; Los Angeles, Christian M. Gebhardt, vice pres., 
Colwell Co.; i, Lon Jr., pres., Lon 

Co.; Minneapolis-St. Paul, Walter C. Nelson, pres., Eberhardt Co.; 
Newark, William W. Curran, vice pres., Franklin Capital cu: 
New York, Si Solem, sr. vice pres., Dime ray E 
e" e B. cR Cr! i a Lx. Invest- 
ment tj Robert. vice pres., 

vania ing & Trust Co., and Robert pres., Kardon LE 


Mortgaging's merger merry-go-round spins on 


The First National Bank of Dallas has 
made a tender offer for Lomas & Nettleton 
Financial Corp., also of Dallas, the na- 
tion's largest mortgage-banking house. 

The bank's offer, $66 million in stock and 
certificates of deposit for 80% of L&N's 
common stock, comes only months after 
L&N, a financial holding company, pur- 
chased the giant T. J. Bettes Cos. of Hous- 
ton and California (News, Aug. '68). 
Bettes is now Lomas & Nettleton West; the 
parent's other subsidiary is the Lomas & 


Nettleton Co. of New Haven, Conn. 

Sale of Associated. First Pennsylvania 
Corp. a new one-bank holding company 
formed by the First Pennsylvania Banking 
and Trust Co., has agreed to purchase 
Associated Mortgage Cos. of Washington, 
D.C. for upwards of $16 million in stock. 

Kissell deal. The Kissell Co. of Spring- 
field, Ohio, disclosed that it was discussing 
the sale of its assets with the Pittsburgh 
National Corp. and the Pittsburgh National 
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Builder: Dailey Homes, Inc., Minneapolis, Minn. 


ohow windows for showplaces 


She likes it when people refer to their home 
as a showplace. The builder does too. Marvin 
makes it easy to get beautiful showplace win- 
dows on short notice, install them at the lowest 
possible cost, and have them operate the way 
fine wood windows should. We make the largest 
line of wood windows in the world — double 
hungs, casements, awnings, gliders, patio doors 
—and offer more options. In short, we make it 
easy to use wood windows in beautiful, profit- 
able ways. 


Write for a copy of Marvin's 16-page full- 
color idea book and 32-page condensed catalog of 
wood windows and patio doors. 


vene o, MARS | ea 


"BUILT FOR NORTHERN WINTERS 
AND SOUTHERN CHARM" 


MARVIN WINDOWS * WARROAD, MINN. 56763 * (218) 386-1430 


Circle 57 on Reader Service card 


MAY 1969 


How to make 
worth a custom 
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a plain home 
price... 


Add stock wood moulding, 
“The Instant Customizer” 


You can easily have rooms-full 
of eye appeal with wood moulding. 


It’s simple, inexpensive, and extremely 


profitable. In fact, we’ve been told by 
builders that a little extra spent on 
stock moulding “does more to sell the 
house than $10,000 worth of sample 
furniture.” 

Just think about how you could 
transform an ordinary home into 
a quick-selling “customized” model. 


MAY 1969 


All it takes is a carpenter, a little 
moulding and some good ideas. 
We'll send you a file full of 
great ideas on how to customize a 
home with stock wood moulding. 
Just fill out the coupon and mail it 
immediately to Western Wood 
Moulding & Millwork Producers, 
P. O. Box 25278, Portland, 
Oregon 97225. 


Circle 58 on Reader Service card 


r —— L— 


| Yes, send me the free Western Wood Moulding Informa- 
tion File containing ideas on designing and decorating 
with stock wood moulding, 


Name al 


| 
| 
| 
| 
| 


Firm. 


| 
ie 
| 
| 


City __ a 


State Zip 


| WESTERN WOOD aE oa 
; MOULDING AND MILLWORK | 
— PRODUCERS 
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1968 Total Permits 
Chcago ———À 57,751 
Mant Lauderdale mm 15076 
New York aummmm——— HÀ 15.170 
Los Angeles aummmmmmmum 11,057 
Dallas 30,812 
Detroit mumm— 25,790 
Seattlo mum 25,46 2 
Philadelphia mmm 26,374 
Washington amm— 25,557 


Atlanta m—— 24,175 


1968 Apartment Permits 
Mani) Lauderdale —_ 320.27 
Chicago am—— (0006 
New York a— 22,575 
Dallas a—Ü 20.773 
Los Angeles sum—— 10,024 
Houston Emm 14.965 
Detroit SE 14,341 
Atlanta Eee 13,437 


Seattle amm 13,244 


Philadelphia mmm 12,863 


1967 Total Permits 
a? a £7977 


New York mmm— 31.570 
Detroit am—À 30, 7-48 


Philadelphia ammua 20.150 


Miami-Ft. Lauderdale mmmmmmmm 27,967 
Seattle mm— 27,330 

Washington 725,945 

Los Angeles mm— 233,539 

Atlanta m— 23.047 


Dallas aum 16.406 


1967 Apartment Permits 
Chicago eee— 74.052 
New York 178,534 
Miami-Ft. Lauderdale Samm 16,917 
Philadelphia mmm 14,593 
Seattle 13,988 
Atlanta -—— 12.625 


Detroit mamm? 2,435 


Washington ammm 1 1.038 


Los Angeles mmm 11,836 


Houston ame 9,533 


Advance Mortgage Corporation 


Chicago leads housing markets again 


Last year was Chicago's biggest ever, and 
its total permits (58,000) were nearly a 
third higher than the number the market 
has been absorbing in recent years. The 
houses and apartments now under construc- 
tion would almost fill a year's average de- 
mand. 

Yet, in proportion to population, Miami- 
Fort Lauderdale led all markets by a wide 
margin. It is building more than three times 


as many units as Chicago, and both Dallas 
and Seattle are building nearly three times 
as many. 

And Chicago is about to lose overall lead- 
ership. Los Angeles, fourth last year, will 
probably wind up first for 1969. It was first 
for most years between World War II and 
1964. 

The analysis was made by Detroit's Ad- 
vance Mortgage Co. 


Smokler & Co. sells out to Dreyfus Corp. 


The Detroit-based company that built 
1400 houses last year will receive $14 
million in stock of the Dreyfus Corp. of 
New York City, 

Although the final 
audit was not com- 
pleted, the company 
appeared to be selling 
out for a price equal 
to only 10 times 1968 
earnings. Smokler an- 
nounced sales of about 
$28 million for 1968 
and indicated that the 
figure would support after-tax earnings of 
perhaps $1.4 million. Senior Vice President 
William Berman explained: 

"The figures are deceiving. I know they 
look low. But there is more to it." 

Growth plans. Berman declined to 
elaborate, but his comments seemed to 
imply that parent Dreyfus plans to expand 
its new subsidiary. 

The merger by exchange of stock allows 
the three principal Smokler shareholders, 
headed by Bert L. Smokler, to obtain more 


SMOKLER 
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than 10% of Dreyfus's outstanding shares. 

Smokler is one of several companies that 
announced mergers and other major growth 
plans this month (see p. 4-6 and 40). 

The building company, a specialist in 
government-insured housing, operated in 
Detroit, Omaha, Topeka and Washington, 
D.C., last year. 

Dreyfus manages several mutual funds. 


Ross Cortese sells out, too 


The Crane Co. of New York City, a major 
product supplier, is paying $30 million for 
the retirement king's shrinking realm. 

After tight money and disappointing 
sales hit his company in 1967, Ross Cortese 
began selling chunks of his five Rossmoor 
Leisure Worlds. Three deals reduced his 
land inventory from 7,355 acres to 2,400 
acres (NEWS, Nov. '67). 

He still has retirement villages in New 
Jersey, Maryland and California, but he 
doesn't look ahead to any kind of retire- 
ment himself. He will remain president and 
introduce Rossmoor to mobile-home parks 
and luxury apartments. 


Savings banks about to lose 
their big U.S. tax cushion 


If the mood of the tax-writing House Ways 
and Means Committee is any criterion, the 
nation’s 500 mutual savings banks are 
about to lose a lucrative tax loophole. 

The panel, holding hearings on tax re- 
form legislation, showed particular interest 
in the banks' special 396 reserve deduction. 
The formula has effectively relieved the 
mutuals of anything more than token taxes. 

In 1967 the $75-billion savings bank in- 
dustry paid $3.97 million in federal income 
taxes. The $150-billion savings and loan in- 
dustry, which operates under the same tax 
rules, paid $93.8 million. In 1963-1967, 
savings banks paid federal income taxes 
just over $25 million. Savings and loans 
paid nearly $550 million. 

Revenue Act of 1962. The disparities 
derive from the Revenue Act of 1962, by 
which Congress sought to increase taxes on 
both sæts and savings banks. 

The act lets both institutions put into tax- 
free surplus either 60% of net income or 
3% of loans. Mutual banks discovered that 
they could keep tax payments to a mini- 
mum by shifting from other assets into 
mortgages, a diversion not available to S&Ls. 

Making use of the loophole, mutual 
savings banks poured billions into the mort- 
gage market. From 1963 through 1968, 
the banks' mortgage holdings rose from $32. 
billion to $53 billion, or from 69.5% to 
74.9% of total assets. 

But today, with mortgage-to-asset ratios 
at a high and with yields on competition 
investment instruments outpacing mort- 
gages, the banks are reducing new mortgage 
investments considerably (NEWS, Apr.). 

Banks' stand. The National Associa- 
tion of Mutual Savings Banks nevertheless 
argued that the 3% reserve formula should 
be left intact—as a means of encouraging 
mortgage investment. In testimony before 
the committee, Edward P. Clark, president 
of the Arlington (Mass.) 5é Savings Bank 
and chairman of the taxation committees 
of the association, said Congress should not 
tamper with the formula because a change 
"would severely restrict the long-run avail- 
ability of housing credit." 

After hearing the banks' testimony— 
nearly 100 pages of material in defense of 
the 3% formula—Chairman Wilbur Mills 
asked committee members if they had any 
questions. Only two were asked of the wit- 
nesses, and the abruptness of the committee 
caused some long-time Capitol Hill ob- 
servers to state flatly: "There's no need to 
ask questions when your mind is made up." 


Taxes on Thrift Institutions 
Insured Mutual Savings Banks Insured S&Ls 
Fed. taxes — O5 of Taxes paid 05 of 


paid (000) net income (000) net income 
1959 $ 477 0.35 $ 4,921 0.91 
60 447 0.27 3,755 0.68 
61 734 0.39 3,485 0.49 
62 464 0.31 3,080 0.38 
63 3,419 1.87 93,054 12.17 
64 4,365 2.03 131,299 14.37 
65 7,439 3.22 133,626 14.55 
66 6,054 3.31 96,788 13.72 
67 3,971 3.97 93,784 13.62 


Source: USSGL League, in testimony before House Ways 


& Means Committee 
NEWS continued on p. 26 
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New! The expensive seamless look in low-cost VA tile. 


Kentile Riminiisastunning piazza. All tiles blend per- think your best prospects 
new style in vinyl asbestos fectly, creating a floor of won’t know all about it! 
tile-and what a prospect- unbroken, seamless beauty. We'll be running full-color 
pleaser it is! Each tile, seem- Kentile" Rimini is economi- ads in upcoming June issues 
ingly, is hewn from stone, cally priced...fast and easy of Life, Reader's Digest, 
pebble, and native rock, just to install Resists stains and American Home and Sun- 
like an Adriatic Italian scuffs...is comfortable un- set. This week, ask your 
derfoot...and it's grease- flooring man to show you all 
proof. And just because 8 magnificent Rimini colors. 
Rimini is brand-new, don't 


Tee oor 


G-P Bestwall Tile Backer Board 
Specially formulated for moisture resistance, 
yet installs and decorates as easily as 
drywall. And once tile is on, it's there to 


t © stay! Easy for you. Easy for the homeown: G-P Flakeboard 
G-P Vinyl Shield Tortoise Shell " n ver at aie Absolutely uniform. Extremely smooth surface 
Decorative. And practical. Use it around the a is excellent for painting or base laminates. 


kitchen, bath ... in all high-moisture " Great for all types of cabinetry. Panels. 
areas. M id isure-living" wall! 15 up to 5' x 12' in 36 " to 1%6” thick. 
^ wr g " te 1 3 


bU 


LM —A IR 


S n ICLA 
pridie. - 


1:5 


G-P Rough Sawn iding 
The “in-siding,” Put — is 


G-P Vin d 
Y! Shield Doors T 
ke ough vinyl Paneling Most same uoo Jean wi 
ei : 
3 et eling. covered Syrsum wenn a damp cloth, Vinyl- 
In birch and walnut, NE " ; 


d- Price? Surprisingly low. 


Y, Stays flat. 
keeps its beauty lone, PT 


What do people want in vacation homes? 
Little or no maintenance. The kind of care-free, 
easy living that only G-P products can provide. 
Remember: people are swinging to homes that let 
them swing. They'll be looking for the 

easy-care homes you can give them with G-P 
leisure-living products! 


People are swinging to homes that let them swing! 


4A ce ORG 
IA- 
PORTLAND, OREGON DTA hia y V: 2 S / n s 
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BETTER HOMES AND GARDENS 
ANNOUNCES A 
BUILDING INDUSTRY ISSUE 


The first ever published by a major consumer magazine. 


The September issue of Better Homes 
and Gardens will be devoted almost 
entircly to the building industry ...a 
report on new housing from the con- 
sumer's point of view. [ If you're in 
the building industry your advertising 
belongs in this issue—the first ever 
published about the industry by a ma- 
jor consumer magazine. The issue will 
bea buymanship guide for those in the 
market today, a reference book for 
those in the market tomorrow. It will 
preview the building industry in the 
'70s with articles on the use of land, 
financing, customizing, town 


houses, and style and designtrends. 
The September issue of Better Homes 
and Gardens closes June 27. See 
your BH&G representative or contact 
Richard Ballinger, building marketing 
manager, Better Homes and Gardens, 
750 Third Ave., New York, New York 
10017. Phone 212—986-8030. 
Better Homes and Gardens: 


e Circulation 
7,500,000 
+A 
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Polished Chrome 


Satin Chrome 


Price Pfister Marquis is now available in special 
finishes and translucent colored handles. 
Competitively priced and protected with our exclusive 
LustreGard"" protective coating. 


PRICE PFISTER 


Manufacturers of Plumbing Brass/13500 Paxton Street, Pacoima, California 91331 
Sold only through wholesalers. Warehouses in: Alabama; Illinois; Texas; California; New Jersey 
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Mobile home stocks lead 


HOUSING’S STOCK PRICES 


COMPANY April 8 Chng COMPANY COMPANY April 8 Chng 
housing issues in big gain wr ve Bi/ Prev, 
UD e e ose Moni 
House & HoME's index of 25 building rapa Ce " 4g Colwell 
. (Van) ^ 3 *Colwel F t b m 4 29 
stocks rose from 323.64 to 368.56 in the Capital Bldg. (Can) 74 {4 -Cont Mig. investors > ey lahi 34 ld 
: : C Y í 
month ended April 7. The mobile homes Cons giae. (Con... Ais Taos Excel inisimon a Tishman haai: dy F A 
i ion 2 z Dov. Corp. Amer. 16 IW FNMA = : 
index aped from 576.10 to 725.88, re Loved toda i m First Mig. inv MOBILE HOMES & PREFAB 
gaining 75% of the ground it had lost since First Hartford Rity 19% +3% Kissell Mtg, Con, Chem. ce M a + 34 
m : E y First Nat. Rity.» 9% +% Lomas & Net. Fin -Champion Homes — 8% 
December. Here’s the mobile homes index: Frouge rea 1 -MGIC Invest, Corp. D NOD , Eid + 5 
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Bathing Beauties 


Bathing beauties need protection during their 
offstage moments. 

And you can make those moments totally secure 
by building in the protection of ASG laminated glass. 

ASG laminated glass consists of two or more 
pieces of plate, sheet or patterned glass bonded together 
by a layer of tough polyvinyl plastic. If breakage does 
occur, the glass fragments adhere to the plastic interlay 

ASG makes laminated glass in a wide range of 

ses and in several glare-reducing, heat-absorbing 
s ideal for shower and bath 
enclosures, partitions, skylights, and dozens of other 
applications. 

Make 1 selling point in your homes. Feature 
safety glass by ASG—tempered, wired, or laminated 
And write for our free manual of government and 


trade ociation standards for safety glass. Dept. & 
HH-59, American nt Gobain Corporation, 
P.O. Box 929, Kingsport, Tenne 37662. 


Laminated safety glass by AS Cx 
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Kingsberry Homes/5096 Peachtree Road 
Chamblee, Georgia 30341/ (404) 457-430 
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“Now, using Kingsberry’s professional sales aids, 


“In conventional building, 
a lack of effective sales 
aids had us locked to a 

limited number of pre-sales..." 
say Robert and Reinhard Friedrich 


our pre-sales are up 50%!” 


The Kingsberry package paid off with profit-making 
pre-sales for these two veteran builders. 

Now—in an industry known for fluctuating costs— 
the Friedrichs make on-target projections. Thanks 
to Kingsberry’s established material prices. 

You can beef up your building program too. You 
can do it with advantages we've proved in 55,000 homes : 
50% reduction of on-site labor...over 130 designs 
produced by years of research and backed by beautiful 


Director—Marketing / Kingsberry Homes / Department HH-5 


architect’s renderings ... generous cooperative adver- 
tising allowance with professional materials furnished 
for your local promotions. 

You get all this plus your knowledgable Kingsberry 
Representative. He'll work with you, elbow to elbow, on 
everything from initial construction to promotion. 

Unlock the limits of your profit picture by mailing 
the coupon today. 


cL 


Kingsberry's Marseille,” as built by Friedrich and Sons, Inc., Ames, lowa. | 


5096 Peachtree Road / Chamblee, Georgia 30341 / (404) 457-4301. 
C] Please send more information on the Kingsberry program. 
O Have your representative call on me 


| have built 


homes and/or 


apartments during the past 12 months. 


Firm 


DIVISION OF BOISE CASCADE Address 


Phone. 


City. 


State. Zip. 


| 
l 
I 
I 
l 
| Name. 
| 
l 
l 
l 
l 
| 


Kingsberry serves leading builders in 33 Midwestern, mid-Atlantic and Southeastern states. 
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NEWS 


continued from p. 26 


How 20 peer builders will unite as one new industry giant 


New Jersey's Robert H. Winnerman has al- 
ready begun making the big one out of lit- 
tle ones. He calls this a peer-group merger. 

His goal is to create the industry's largest 
company by the early 1970's. Together 20 
builders of comparable size (sales of about 
$5 million each) would post annual sales of 
$1 billion and earnings of $40 million. To- 
day's largest homebuilder, Levitt & Sons, 
has sales of $165 million. 

The peer-group merger is not new, It is 
common for two or three builders in local 
markets to pool resources and form a com- 
pany that has more cash and borrowing 
power (H&H, Feb. '67) 

Winnerman would simply expand the 
technique by creating a nationwide holding 
company with subsidiaries in 20 cities 

The first merger. Winnerman launched 
his plan last summer by acquiring the 
Rutenberg family's Imperial Land Co. in 
Florida, more than tripling the sales volume 
of his U.S. Home & Development Corp. 
(from $7.7 million in 1968 to a combined 
total of $26.6 million). 

Winnerman now has agreed to buy New 
Jersey's Dee Wood Industries, a $6 mil- 
lion lumber and product distributor. 

And he is pushing on. Last month U.S 
Home raised $4 million by selling 315,000 
shares of convertible debentures to the pub- 
lic. Some of that money is earmarked for 


future building company acquisitions. 

And Winnerman hired American Build. 
er's former managing editor David Thaler 
last month to hunt for merger partners 
Winnerman himself attended a Colorado 
University seminar for 19 select builders 
from across the country who are investigat- 
ing the merger concept. The seminar was 
arranged by housing professor Lee Evans, 
a U.S. Home consultant 

According to another consultant, George 
Kraus, U.S. Home hopes to purchase one 
or two homebuilders this month. But Kraus 
was quick to note that buying companies is 
a complicated and time-consuming process 

For example, Winnerman reportedly 
talked with Chicago area builder Roger 
Ladd ('68 sales of $9 million), only to learn 
that Ladd intends to form his own peer- 
group company with San Francisco's Dean 
Morrison and Delaware’s Frank Robino 
Ladd and Winnerman are now vying for 
Robino and Morrison. Says Morrison: “No 
one has bid my price." 

The plan. In the first phase of the plan, 
U.S. Home will organize three or four au- 
tonomous subsidiaries—Winnerman's New 
Jersey operation, the Rutenbergs' Florida 
companies and a builder or two still to be 


acquired. 
These three or four—called key builders 
will provide a pool of management for 


Kid ren't the only one 


around the hou 


the parent. At present, Winnerman is board 
chairman, Charles Rutenberg is executive 
committee chairman and Arthur Rutenberg 
is chief operating officer 

Once top management is ready, U.S. 
Home will begin phase two by acquiring 
builders in major markets with sales of $5 
million to $20 million. These builders also 
will be largely autonomous, though the 
parent will aid financing and recruiting. 

And Winnerman has plans to create a 
huge land bank that could sell developed lots 
to its subsidiaries and to private builders. 
Consultant Kraus says Winnerman may of- 
fer the public $15 million worth of stock 
in a land-bank company this year, "if the 
stock market swings up." U.S. Home would 
hold most of the new company's shares. 

Though U.S. Home is not yet a large 
public company, it seems to have sufficient 
resources to warrant its ambitions, It has 


issued only 1.4 million of its 5 million au 
thorized shares and will conserve its cash 
by acquiring companies largely for stock. 

The big question. Some experts doubt 
that Winnerman can pull it off 

"Somebody will put together a giant peer- 
group company," says a Wall Street analyst, 
‘but I am not sure it will be Winnerman." 


But his press agent retorts: "He has 
come a long way toward doing it already." 
NEWS continued on p. 34 


who need protecti 


So why not make your homes extra safe for 


everyone. Install ASG 


ifety glass in your homes and let 


safety help you sell 

ASG makes all three kinds of safety glass—wired, 
laminated, and tempered. They're available in a variety of 
decorative surface patterns. And all have FHA approv 

Use ASG safety glass in sliding doors, window 
walls, partitions, and tub and 
the kind of thoughtful extra that home-buying families 
are looking for. 

ASG has just prepared a special manual of gov- 
ernmental and trade association standards for 
safety glass. For a free copy, write: Dept. HH-59, A 
American Saint Gobain Corporation, Kingsport, 


37662. 


hower enclosures. It's just 


Tennesse 


Safety glass by AS Cx 
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panna We made Knee Deep 

KODEL- |for people who want 
[sena ee wee |a carpet to live on. 
Not just to walk on. 

So if you took a snooze on this 
shag, you'd be plenty comfortable. 
The pile is 24% inches fat. And it's 
dense and springy, too, because we 
pack in heavy, coarse yarns. 

What's more, Knee Deep is made 
from 100% Kodel II polyester. 

And as you probably know, Kodel II 
is in great demand these days. 
People are clamoring for its spring- 
like resiliency—they want their 
carpets to look fluffy and fresh no 
matter how many times they 


"The right carpets for the right people." 
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move the furniture around. 

This carpet is available in 18 3 
different colors, from subdued i 
greens and golds to a dazzling white. y 

All in all, Knee Deep is one of 
the most luxurious and resilient =| 
carpets to come along in many 
years. Probably the easiest way to 
show people the truth of this—if 
you don’t mind a little flair in your 
sales pitch—is to lie down on it. 

It makes a tremendous 
demonstration. Just don't go to 
sleep on the job. 


WALTER CARPET MILLS 


A Component of Ludlow Corporation 
P.O. Box 1252, City of Industry, California 91747 


value homes for 


HAYES, HOWELL & ASSOCIATES, SOUTHERN PINES, N. C. 


When business is good for 
you, it's good for us, too. 
That's the reason for the 
Southern Pine Associa- 
tion's new concept of Val- 
ue Homes . . . a new mer- 
chandising idea for home 
builders. 

Value Homes offer the pro- 
spective buyer the ''some- 
thing better" he should 
have. Homes with year 
round temperature con- 
trol, a kitchen/laundry 
built to standards that al- 
low accommodations of 
modern range and dryer 
equipment, a standard 
bathroom with guaranteed 
products and grademarked 
Southern Pine structural 
lumber. 

If your homes have all 
these features, the South- 
ern Pine Association will 
help you with the merchan- 
dising tools to sell them. 
For more information 
about how you can partici- 
pate in this program for 
home builders, read on. 


In spacious decks 

and secluded patios, 
Southern Pine creates 
new dimensions of design 
and livability. 


Airy spaciousness Year round heating and cooling 
keynotes this kitchen, yet every foot has systems for easily adjustable heat in winter 
been utilized for the utmost convenience. and coolness in summer. 
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a new idea in 
home merchandising 
for Home Builders 


total living 


GLANKLER AND BROADWELL, AIA, ALEXANDRIA, LA. 


Rough sawn Southern Pine 
siding lends individual 
charm and a feeling of 
harmony with surround- 
ings. 


Grademarked pre-shrunk 
Southern Pine 

framing is now coming out 
in the open with beams, 
roof decking and posts 
often exposed to decorate 
the interior. 


FREE BROCHURE TELLING HOW YOU CAN 
PARTICIPATE IN THIS PROGRAM THROUGH 
SELLING AIDS SUCH AS: 


e Your own newspaper adver- e Full-color mode! home dis- 
tisements designed to appeal plays and signs. 


to the buyers in your area. e Dramatic full-color spreads 


e Customized radio commercial supporting this program in 
created especially for your national home building con- 
market. sumer publications. 


| would like to have a copy of the illustrated brochure, "Value Homes for Total Living." 
NAME 
POSITION. 
COMPANY NAME. 
ADDRESS. 
cim. STATE. ZIP. 


Specify Southern Pine 


AS PRODUCED BY THE MEMBER MILLS OF THE SOUTHERN PINE ASSOCIATION 
Southern Pine Association, P.O. Box 52468, New Orleans, La. 70150 
SS SSS LL i em So eee ee Se SS Se eS SS c n 


With Total Living, 

the bath is a living area, too. Newest ideas 
include dressing rooms, storage space, and 
a fresh, modern design. 


b e ee ÀJ 
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if you were a woman 
you'd know why | want 
runer 


conditioned 
soft water 


Women would rather find a Bruner water conditioner 
in the home they buy than have a door-to-door 
salesman sell them one a week after they move in! 


Don't kid yourself. There are many "feminine logic" 
reasons why a Bruner water conditioner is one of 
the three most wanted features in a new home. 

* No bath tub ring or back-breaking clean-up 
chore. * Laundry looks and feels better. € Spot- 
less silver, dishes and glassware. € Big savings on 
soaps, detergents and rinses. e Water that tastes 


4767 North 32nd Street, Milwaukee, Wis. $3209 


BRUNER DIVISION 


CALGON ALGON CORPORATION 
= SUBSIDIARY OF MERCK & CO., INC. 


10626 East Rush Street, South El Monte, Cal. 91733 


better and cooks better. 


Good reasons? You bet—to a woman. A Bruner 
unit adds rea/ sales appeal .. . and profit for you! 


Get the complete Bruner story—including sen- 
sational merchandising back-up. Mail the coupon 
today...if you genuinely want to appeal to women! 


| want to know all there is to 
know about Bruner water 
conditioners and your home 
builder merchandising 
back-up. Rush details to me 


YES! 


right away! 
NAME. TITLE 
COMPANY. 
ADDRESS 
CITY & STATE — ZIP. 
TELEPHONE 
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Elegance for the bath... Cuyt Mo 


A reflection of good taste...the simplicity of good 
design... the fresh concept of crystal combined with 
either luxurious chrome or the dignity of gold. This 
is what has become the standard of excellence with 
“Crystal Glo*" by Harcraft. 


Kitchens, home refreshment centers, bathrooms, 
laundry rooms now can be design-coordinated with 
“Crystal Glo.” A home or an apartment equipped 
with “Crystal Glo” is the signature of a builder who 
cares about people...about quality...and elegance. 


For a personal presentation —write or call 
HARCRAFT BRASS * Division of Harvey Aluminum + Dept. H 
19200 So. Western Avenue, Torrance, California 90509 * Phone (213) SP 5-2181 
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NEW INDOOR-OUTDOOR 
FENCING FROM TWA. 


34 


ANNOUNCING THE 


ae 


Readymade Woodweave panels. The first fencing we 
know of being used for more than just fencing. Pan- 
els are being put up as screens, room dividers and 
planters on the inside and planter screens, patio 
wind screens and, naturally, fencing on the outside. 


Woodweave's eight foot panels are precision woven 
from clear, dry California Redwood and factory fin- 
ished. Panels come in 3', 4’, 5’ and 6 heights with 
harmonizing 342’ and 542’ gates available. Face 
pieces and top chamfered 4” x 4” posts complete 
the package. 

Easy to stock and quick to turn, TW&J Redwood 
fencing is also available in post and rail and picket 
style. Write us today for more information and ideas 
on the indoor-outdoor fencing. No reason to be left 
out in the cold. 


Tarte. Websters Wohnson 


Division / AMERICAN FOREST PRODUCTS CORPORATION / San Francisco 
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A new chapter in the strange story 
of builder Don Decker—he vanishes 


HGH Staff 


He has made more comebacks 
than a yo-yo. 

But his latest escapade aroused 
fears that the yo-yo had snapped 
right off its string. 

For the builder had disappeared. 

He had left his Omaha home in 
his blue Chevvy pickup at 7 a.m., 
bound for his office. He never got 
there. After darkness fell, his step- 
daughter Deedy reported him 
missing. 

The disappearance prompted 
news media to retrace the bizarre 
career of Donald S. Decker, now 


| 56. It was a nightmarish obstacle 
| course posted by signs reading 


"Fraud" and "Indictment" and 
"Guilty," but it had taken Decker 


| within a handgrasp of the officer- 


election ladder of the National As- 
sociation of Homebuilders. When 
he drove off into his personal dark 
that winter morning, there but for 
the grace of chance went a presi- 
dent of NAHB. 

The tour into Decker's shad- 
owed past began back in 1961 in 
the little town of Atlantic, Iowa. 
A federal grand jury in Council 
Bluffs indicted Decker and as- 
sociate Ralph Norman on eight 
counts of fraud, charging that the 
two paid eight Atlantic couples 
$100 each to sign FHA forms stat- 
ing falsely that each couple had 
purchased property from a sub- 
sidiary of Decker Enterprises. 

Both men pleaded no contest 
to one count of making false state- 
ments. Each was convicted, fined 
$2,500, and placed on three years’ 
probation. The other seven counts 
were dropped. 

Decker promply made the first 
of several comebacks, each re- 
markable for speed and ease of 
re-entry. Seven weeks after the 
conviction, U.S. District Judge 
Robert van Pelt released the 
builder from probation. The Oma- 
ha FHA director, Russell Bailey, 
notified Decker that the "central 
office" had reinstated him. Bailey 
wrote that he was "extremely 
happy" about the reinstatement, 
and FHA issued commitments to 
the builder for 143 houses. 

Decker operated in that no- 
man’s-land of homebuilding called 
“Low Cost Housing,” where the 
fastest route to making a dollar 
is often by cutting a corner. Re- 
instated, he began building a de- 
velopment of $9,999 homes called 
La Vista, on the soft underbelly 
of Omaha, 

Decker had already had diffi- 
culty with two Omaha subdivi- 
sions in 1956, when residents com- 
plained of flooded homes. La 
Vista would achieve the dubious 
distinction of being labeled one of 
the nation's first instant slums. 
Storm sewers drained into an open 
ditch, which spilled mud and 
water in the houses. Owners fled, 
often abandoning homes and 
loans. Lending institutions repos- 
sessed and turned the houses over 


OMAHA's DECKER 
Now you see him, now .. . 


to FHA, One institution source said 
the FHA lost $2,000 on each house 
it had to refurbish and resell, and 
at one point the agency held 300 
La Vista repos. 

The city of La Vista sued the 
company that paved the Decker 
development, claiming the streets 
broke up. A project engineer tes- 
tified that Decker ordered paving 
six inches thick rather than eight 
inches, as shown in the specifica- 
tions. The city won a $30,000 ver- 
dict but refused it in order to ap- 
peal. (The company has just 
settled for $80,000.) 

Once again the FHA was under- 
standing. When it had sold most 
of the Decker repos, Director 
Bailey said La Vista was “making 
a nice comeback.” Decker was 
“completely eligible as far as 
we're concerned,” 

Other troubles accumulated. 
Lawsuits for non-payment of 
promissory notes began in 1960, 
and they grew to a total of 
$260,000. An Omaha attorney 
close to Decker's affairs told a 
newspaper in some puzzlement: 

“I don't know how he does it. 
It's amazing how he can keep 
coming up with the money and 
keep going like this." 

Decker not only kept going. He 
launched a very nearly successful 
campaign for the fourth-ranking 
office in NAHB, a post that leads 
almost automatically to the presi- 
dency. 

The elections at the big trade 
association's 1965 convention in 
Chicago were the most exciting 
ever (News, Jan. '66). They 
pitted an insurgent against Leon 
Weiner, who was trying to move 
up from the third to the second 
post on the NAHB command. 
Decker, with wide support, was 
the leading candidate for the bot- 
tom-rung position of vice-presi- 
dent and secretary. 

Decker' critics knew of the 
1961 scandal and he knew they 
knew. They first whispered—and 
then shouted—about it amid the 
clamor of the smoke-filled cam- 
paign suites and crowded caucus 
rooms. Yet Decker was apparently 
planning a surprise—a complete 
pardon from no less an authority 
than President Lyndon Johnson. 

Story continued on p. 40 
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The new all-weather, 
all-climate 

steel entrance units 
by Perma-Door. 
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No matter what the climate 
new Perma-Door entrance units 
never need storm doors 


Perma-Door residential units 

are made of steel so they're 
weatherproof. So they can't warp 
or sag. So they're easy, and 
quick to install 


Beauty? That speaks for itself 


The Perma-Door Company is a 
division of the Steelcraft 
Manufacturing Company — finest 
name in metal doors and frames 
for 28 years. Learn more about 
our new residential entrance 
units. Write The Perma-Door 
Company, 9017 Blue Ash Road, 


i Cincinnati, Ohio 45242 


The Perma-Door Company 
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Michigan's 
largest residential 
rehabilitation 


program: , 
uses vinyl siding 
0 Save money. 


tesy Mastic Corp., South Bend, Ind. 
| , After 27 icy Michigan winters and 27 sun-filled summers, 
* the Kramer Homes community of some 2,000 residents 

needed major remodeling and refurbishing. Price 
was a factor (a three-bedroom unit costs just $49.50 
a month). 

Because more than a third of the total cost would 
be for new siding, the cooperators conducted studies 
to determine which siding material would be best. Factors 
considered were durability, minimum maintenance and 
upkeep costs. 

Siding made of Geon vinyl was selected for several 
reasons. The Co-op people found viny] siding 
resisted mars, scars and abrasion. Because color goes | 
clear through, its fine appearance is maintained longer. . 
The general contractor, Ferndale Co-op, found it is | 
not affected by industrial fumes and that applieation is not unduly affected 
by weather conditions. Its somewhat higher initial cost is compensated for by reduction 
in painting, and virtual elimination of maintenance costs for many years. 

For free brochure on the use of Geon vinyl in building products, write 
B.F.Goodrich Chemical Company, Dept. H-16, B.E Goodrich Chemical Company 


Pi 


3135 Euclid Avenue, Cleveland, Ohio 44115. \ BFGoodrich / 
vers .EGoodric | 
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Corning brings you 
the counter 
that can take it. 


Corning’s Counter-Saver comes in all 
sizes. 

From a counter that covers a small 
area, to one that covers all the counter- 
space in a kitchen. 

From the littlest on up, they all can 
take it. 

Heat from sizzling pans and bubbling 


casseroles won't hurt it. 
Made of Pyroceram® brand material, 


The Counter-Saver can take all sorts of 


heat without burning, scorching, 
blistering or blackening. 


MAY 1969 


Cut, carve, dice and slice on it. 

Because the surface is extremely 
hard, The Counter-Saver stays smooth, 
clean, looking like new through it all. 
Roll dough and pastries. 

The Counter-Saver's cool, smooth 
surface lets a woman work without pas- 
try cloths or wax paper. 

It's easy to clean. 


Because The Counter-Saver is smooth, 
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non-absorbent and stays that way, any 
household cleanser wipes everything 
clean. 

The Counter-Saver is available in a 
variety of sizes. Whether it's 16" x 20" 
or an entire counter top, it's a big extra. 

The kind of extra that sticks in a 
woman's mind. 

So keep her in mind in the kitchen. 
And she'll keep your home in mind. 

For additional information, contact 
Building Products Dept., Corning Glass 

Works, Corning, N. Y. 14830. 


CORNING and 
PYROCERAM 

are registered trademarks 
of Corning Glass Works, 
Corning, N.Y. 
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| Ha Now, no exterior 


No exterior painting or scraping. 
Wood sill and jambs are 
covered with rigid vinyl. 


Sash balances 

adjusted to each window. 
= Like power steering 
"OP they do most of the work. 


Snapout perma-fit grilles 
made out of rigid vinyl make 


window cleaning easier. Wide flange 


simplifies installation 
and provides excellent 
weatherseal. 


No storm windows needed 
with welded insulating glass. 
Two, not four glass surfaces 
to clean. Triple glazing 

is also available. Low profile sash lock 
pulls sash rails together 
snugly, flexible vinyl 
weatherstrip makes 
snug seal. 


méicl ee vas. 


f Sash slides smoothly 
h against vinyl jamb liner... 
no sticking or binding. 


Clean, narrow profile lines 
give this window its name. 
No heavy, bulky look. 


Four step factory finish 
on exterior of sash 
won't need painting 

for at least 10 years. Inside wood surface of sash 
may be stained or painted 
to match any decor, 


K Molded-on bead of rigid vinyl 
fits foam-lined groove in top 
and bottom sash for 
weathertight seal. 
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on-site painting with these 


Windows from Andersen. 


Perma-Shield Narroline wont need painting for at least 10 years 


Meet the only modern, traditional win- 
dow. It incorporates the best of modern 
materials technology without sacrificing 
the traditional window form that’s been 
popular since Paul Revere’s day. Starting 
with the classic, double-hung form, 
Andersen has designed the most mainte- 
nance-free window possible at a reason- 
able cost. 

All surfaces exposed to the weather, 
except the sash, have a core of warm, 
stable wood, and a surface of rigid, 
weatherproof vinyl about 30 mils thick. 
(That’s not just a coating, but a vinyl 
sheath* about as thick as the cardboard 
backing on a writing tablet.) 

The wood sash is protected by a 4-step 
factory-finishing process* that won’t chip, 
crack or peel... won't require painting 


for at least 10 years. On the interior, the 
wood may be finished to blend with any 
style of decor. 


No exterior painting, 

no storm windows. 

Welded, insulating glass is the most popu- 
lar glazing option with Perma-Shield 
Narroline. And with it, owners can look 
forward to years of easy living—without 
the back breaking job of changing storm 
windows, without the usual painting or 
puttying every 4 or 5 years. 


Still, no real cost premium. 


As we’ve said, Perma-Shield Narroline 
Windows require no exterior on-site fin- 
ishing. Builders across the country now 


"Patents pending 


Andersen Windowalls 


pay up to $10 per window for a profes- 
sional painter to put the outside finish 
coats on an ordinary double-hung window. 
Add the clean-up costs to that, and you 
know why there’s little, if any, additional 
cost to homebuyers for the low mainte- 
nance advantages of Andersen Perma- 
Shield Narroline. 


Exposure tests prove superiority of sash finish. Both 
samples have been exposed to sun and weather the 
same length of time, yet look at how the conventional 
paint at left is cracking and flaking, while the Perma- 
Shield Narroline finish is still smooth. It still looks good. 
Still protects the wood. 


In the next 5 to 10 years, exterior on-site 
finishing will become a thing of the past. 
Keep up with this trend to pre-finished, 
low-maintenance exteriors with Andersen 
Perma-Shield Narroline Windows. 


For literature on the only modern, 
traditional window, just mail the coupon, 


Only the rich can afford poor windows. 
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MR. JACUZZI 
KNOWS HOW 
TO TREAT 
cA LADY! 


/ "mm 


n3 


* 


LUXURY ROMAN WHIRLPOOL 
BATHS BY Jaeyzzi: 


WHIRLPOOL ` Sear 


Famous Jacuzzi water massage built-in to 5’ and 6’ 
colored, contoured tubs and loaded with custom 
features. Shipped as complete unit with all 
fittings, piping, timer, etc., ready to in- 

Stall as easily as an ordinary tub. 


FAMILY SPA an entirely new dimen- 


sion in luxury, pleasure and health 
Big enough for the entire family. 


Your next project will sell faster when you include 
JACUZZI. WRITE US FOR DETAILS. 


JACUZZI RESEARCH, INC. 


1440 San Pablo Avenue, Berkeley, California 94702 
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Don Scholz adds two more builders 
to his General Motors of Housing 


Via the merger-go-round, Ohio 
prefabber Donald Scholz is trying 
to build the broadest of the broad 
housing companies—a virtual 
General Motors of housing. 

For years Scholz Homes of 


| Toledo concentrated on two big 


markets—custom houses and 
apartments, Last year it moved 
into mobile and sectional housing 
by acquiring Indiana’s Schult 
Homes Corp., for $15 million in 
stock (News, June '68). 

The two latest purchases open 
two more markets to Scholz. Pub- 
lic Facilities Associates of Madi- 
son, Wis., which Scholz will buy 
for $14 million in stock, is one of 
the nation’s largest builders of 
turnkey housing for the poor and 
aged. 

Public Facilities’ board chair- 
man is Vince Lombardi, the 
famous pro football coach, who 
will now join Scholz’s board 
(News, July '68). 

The purchase of Jewel Builders 
Inc. of Columbus for an undis- 
closed price puts Scholz in the 
high-rise market. Jewel, a diver- 
sified builder with gross revenues 


PREFABBER SCHOLZ 
Building a $60-million empire 


of $10 million last year, develops 
land, builds houses and erects 
apartment complexes that include 
high-rise structures. 

The three purchases should lift 
Scholz's sales for fiscal "69, ending 
February 28, to $60 million, up 
from a pre-acquisition level of 
$9.1 million in fiscal '68. 

In a related deal, Wickes Corp. 
f Saginaw, Mich., agreed to pur- 
` Valiant Mobile Homes Inc. 
of E Ikhart, Ind. 


Builder Don Decker vanishes 


Time ran out. In an emotional 
eleventh-hour development, Deck- 
er withdrew his candidacy. The 
replacement; Gene Gulledge, cur 
rently president of NAHB. 

The full pardon arrived a 
couple of days later, on Dec. 17. 

The pardon, too, had come 
easily. An Omaha banker and 
Democratic national committee- 
man, Marvin R. Werve, had talked 
to pardon officials in Washington. 
Werve didn't know Decker very 
well, he said later, but Decker's 
advertising agency had asked him 
to get the pardon in view of the 
NAHB elections.—“I believed that 
if he had been rehabilitated to 
the point where he would be con- 
sidered for a job in the NaAHB, he 
was rehabilitated enough that he 
should have a pardon." 

Decker popped right up again 
three years after the election de- 
bacle. When builder Lloyd Clarke 
of Des Moines, Iowa, arranged 
for his city's first big low-income 
housing project in 1968, he 
reached to Omaha to hire Decker 
as construction manager. Clarke, 
himself president of NAHB at the 
time, observed that Decker “has 
a good background" for this type 
of project. 

That was too much for the Des 
Moines Register, which splashed 
Decker's history over much of its 
front page. 

When the storm broke, 
rent project in Council Bluffs 
dropped Decker as contractor. 
Members of the Des Moines City 
Council tried to get Clarke's 
sponsoring group, the Des Moines 
Area Council of Churches, to do 


a low- 


. (cont.) 


likewise, but the churchmen de- 
murred. Decker was still in charge 
of work on the 300-unit project 
when he disappeared, whereupon 
the sponsors severed him. 

After Decker ished, his case 
seemed to remain à secret between 
his family and sheriff's deputies 
for nine days. It then got into the 
papers, and the Internal Revenue 
Service filed liens against the 
builder and his companies for 
$195,000 in unpaid income taxes 
for 1964-68. (Two of these, for 
$29,415, have been settled.) 

Five weeks after Decker's exit, 
the family attorney asked sheriff's 
deputies to takc the name off the 
missing list. The builder's where- 
abouts was not made known. 

But on March 20 Decker's son 
Paul said his father "had suffered 
a nervous breakdown but had now 
been found," and he added that 
Decker was "on the West Coast, 
where he has been joined by his 
wife." 

The son said Decker had re- 
signed from all Decker corpora- 
tions and that he, Paul, had be- 
come president. The organization 
is building two apartment projects 
in Omaha and two in Grand 
Island, and Paul said all would 
be completed. 

The press, 
“only part of the story”; 
“had done a lot of goo 

The elder Decker is an honor- 
ary life director of NAHB and he 
remains a past president of the 
Omaha annB in good standing. Its 
executive secretary said the group 
would take no action against him. 

NEWS continued on p. 44 


Paul said, had told 
is father 
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H. J. SCHEIRICH CO., LOUISVILLE, KENTUCKY 40221 


P.O. BOX 21037 
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John H. Reagan High School, A 


Finish and waterproof concrete surface the same time with 
THOROSEAL PLASTER MIX, a cement-b ating that made dramatic 
savings in tl 


roof 


and then 


DR Y W A L. P-R.0 
DEPT. 69-HH2 © 7800 N.W. 38TH ST., MIAMI, FLA. 33148 
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Calabasas Park sprawls over the 
rolling foothills of the Santa Monica 
Mountains — one of the most 
luxurious developments in Southern 
California. The first units—Lakeview 
and Estate Homes — carry an 
So MEE Weir aite clo Cost was no object in selecting the finest materials and appointments for 
or more. Future owners of the 4,000 Calabasas Park homes. If gold-plated drain/waste/vent systems were the best, 
Bici iced er ini a the developers would undoubtedly have chosen gold-plate. The fact y chose 
course, tennis club, and many other plastic DWV with GSR fittings. This choice of the best DWV materi: plified 
appurtenances of affluent living. the complex plumbing installations. Each of the homes has three to five bath- 
rooms and built-in laundry facilities, requiring at least three times the pipe and 
fittings used in ordinary houses. The DWV sub-assemblies were completely 
pre-fabricated before installation. 

Incidentally, the builders saved $100 per house by specifying plastic DWV 

and GSR fittings. This may seem insignificant in an $80,000 house; yet this 
fle” will amount to nearly half a million dollars saved by the time Calabasas 
Park is completed. 

Whether you build luxury homes or low-cost housing, you too can save money 
on the best drain/waste/vent system — plastic pipe with GSR fittings. Write for 
the new booklet describing the many applications of plastic pipe in homebuild- 
ing. R. & G. SLOANE MFG. DI HE SUSQUEHANNA CORP, 7606 N. 
Clybourn Ave., Sun Valley, Calif. 91352. 


PLASTIC PIPE FITTINGS SVAD 
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EVERY TIME TH 
_ SUN SETS YOU MA E 


MONEY WITH A GOQ 


o PEE 


Call or write Franchise Department: Area Code 301, 
593-5600 for details today. Before you waste another sun- 
set. Quality Courts Motels, Inc., P. O. Box 890, Silver 
Spring, Maryland 20901. 
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Gene Brewer quits U.S. Plywood; 
latest victim in a power struggle 


HGH Staff 


One of the housing industry's top 
corporate leaders has just resigned 
as the $150,000 president of U.S. 
Plywood-Champion Papers. 
Gene C. Brewer, 53, is the lat- 
est of half a dozen executives to 
depart as a result of dissention 
between the two companies that 
merged to form the present cor- 
poration in March 1967. Most of 


| those leaving were U.S. Plywood 


officers, and their departure has 
been interpreted as a signal that 
the $1.3-billion corporation is 
downgrading the homebuilding ac- 
tivities concentrated in the ply- 
wood section. 

The impression strengthened 
with the exit of John T. Schlick, 
53, an executive vice president 
who directed homebuilding and 
urban renewal (News, Oct. '68). 
At that time the management 
named a vice president to reassess 
the corporate position in all real 
estate, 

Just as Schlick before him, 
Brewer cited "personal reasons" 
for his decision and said no more. 
But sources close to management 
disclosed that a decision had been 
made to change Brewer's role, 
projecting him into long-term de- 
velopment and wider diversifica- 
tion. His resignation was relegated 
to the sixth paragraph of a com- 
pany statement telling of board 
approval of a stock split. 

Karl R. Bendetsen, 61, chair- 
man and chief executive of the 
corporation, said: "We sincerely 
regret Gene's decision to leave." 
He technically takes Brewer's post 
as corporation president, but the 
new building chief is Alfred W. 
Teichmeier, who had replaced 
Schlick. Teichmeier becomes pres- 
ident of a new building materials 
group, one of three divisions es- 
tablished in a reorganization. 

Brewer had spent 30 years with 
U.S. Plywood. He joined as a 


U.S. PLYWOOD's BREWER 
Homebuilding loses a leader 


production-line worker in 1937 
and became president in 1958. He 
led the company into residential 
construction in 1962, and three 
years later it was building at the 
rate of 1,500 houses and apart- 
ments a year (NEWS, Sept. '65). 

Housing's financial community 
knew Brewer as one of the idea 
men behind Home Capital Funds, 
the lending company formed two 
years ago to help the insurance in- 
dustry offer 9046 conventional 
loans on housing (News, June 
'67).^ While Brewer was presi- 
dent, U.S, Plywood-Champion be- 
came a founding investor in Home 
Capital and in another lending 
concern, Builders Resources Corp. 
of Los Angeles, which advances 
equity capital to building com- 
panies (NEws, May '68). 

Brewer held 24,106 shares of 
common stock, which closed at 75 
on the New York Stock Exchange 
the day he bowed out. His em- 
ployment contract ran through 
1976. 


* HCF agrees with an institutional 
investor to supply one-sixth of a 
joint loan up to 90% of value. It 
held a $122 million share of a 
total of $72.9 million of such loans 
on December 31, It earned $148,915 
last year. 


U.S. model town falls year behind 


The first problem facing Melvin 
Mister, the new director of Wash- 
ington D.C.’s Redevelopment 
Land Agency, is getting some 
houses built at the government's 
long-delayed model town. 

But RLA's Arnold Mays, who 
has been working on the urban 
renewal project for a year, says: 
“One man can't really do much." 

President Lyndon Johnson an- 
nounced the model town for a 
335-acre downtown site in August 
of 1967. He said the town, with 
an eventual population of 25,000, 
would be the first of hundreds 
built across the country. The first 
houses were to be built last spring. 

“Tt was a pie-in-the-sky sched- 
ule," says Mays, who adds that 
ground was finally broken three 
months ago for the first houses. 
"The initial planning," he says, 


"ignored a whirlwind of prob- 
lems, such as how to provide 
schools good enough to assure 
racial balance." 

Instead of being a model town, 
so far, says Mays, the project 
has been a model problem. 


LENDERS: Thomas E. Klingner, 
formerly with Panohio Citizens 
Mortgage, moves to Galbreath 
Mortgage Co., Columbus, Ohio, 
as executive vice president. Gal- 
breath services $135 million. 


CONSULTANTS: Michael Bay- 
bak, 27, a former assistant editor 
of House & Home and a Yale 
Law School Student, is now an 
administrative vice president for 
housing consultant Sanford Good- 
kin of Los Angeles. 
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For the first time in two 
decades, there's a completely 
new appliance for the home, the only major 
appliance introduction since the automatic dish- 
washer. Jenn-Air's Savory Centre is a totally new way of 
cooking. /t grilis steaks, hot dogs or hamburgers with the 
popular charbroiled taste of an outdoor grill, a flavor no 
oven broiling can match. /t roasts . . . without the messy 
clean-up afterwards. /t shish kebabs exotic charbroiling 
specialties. /t gridd/es enough ham and eggs for the whole 
family at once. And st french fries, with its own deep frying 
attachment. 
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suddenly... 

a significant new 
major appliance 
opportunity 


Jenn-Air's versatile new Savory Centre 


But here's the best part . . 
a bulky overhead hood. Instead Jenn-Air has built in an ex- 
clusive surface vent right next to the grill. It traps smoke 
and odors at the cooking surface and whisks them outdoors. 


. it's all done in the open without 


Jenn-Air's Savory Centre flavors every meal with new ex- 
citement and fun. Cooking on it can't help but be a family 
affair. 


Suddenly . . . there's a great new major appliance oppor- 
tunity for you. Send today for additional information and 


your free copy of Jenn-Air's full color Ee 


Savory Centre Brochure. PN 


JENN-AIR 
CORPORATION 3035 SHADELAND, DEPT. H, INDIANAPOLIS, INDIANA 46226 
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The deep sculptured beauty of our Hallmark 
shingle, the one almost everyone calls “The 
shangle,” is adding a new beauty and excitement 
to dwellings with mansard and peaked roofs. 

And it's no wonder. 

“The shangle” is an entirely new concept in 
roofing products. It combines the deep sculptured 
beauty of the finest wood shake and the lasting 

durability that only an asphalt shingle can 
offer. That means it won't rot, warp, shrink 

or split and it's fire safe. 
Available in pewter gray, bronzed 


lot more than cover the roof. 


brown and golden tan, “The shangle" lets you 
make the roof as attractive as the rest of the 
dwelling. 

For complete information, see your Sweet's 
file or write: 

Certain-teed Products Cor- 
poration, Ardmore, Pa. 19003. 
Manufacturers and distributors 
of roofing shingles, built-up 
roofing, fiberboard sheathing, 
fiber glass home insulation, 
and acoustical ceiling products. 


CERTAINTEED 


Mayfair Park, Birmingham, Alabama 
Architect: Joseph Kott ALA. 
Builder: Mayfair Construction Company 


Loss Now. The gas 
— self-cleaning oven. 
For builders who 
like to build sales. 


It’s the biggest, 
wildest, most i 
exciting Gas Industry 
promotion ever. Period. 


Cash in on the massive advertising attack, and 

build around it. Because this is the year of the gas 

self-cleaning oven. 

Your home-building and home-remodelling prospects will be seeing 

iton television. And reading about it in Life and other national magazines. And being 
exposed to it almost everywhere appliances are sold. 

This all-out promotion will announce that the gas self-cleaning range is 

fast, cool, and economical. It's available in slide-in, free-standing and eye-level models 
—30 and 36 inch widths—all colors. Remember that more of your customers 

prefer gas to begin with—and now that gas has a self-cleaning oven, more and more 
people will be joining the ranks. How about you? See your Gas Company for details. À 


The theme is: AMERICAN GAS uos INC. , 
The gas self-cleaning oven for people who like to cook. Period. 
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A glimpse into the beauty and efficiency of 
wood as a structural material is a look into 
the future. The historic ties between man 
and wood date n of time; n 
Potlatch laminates it into countless forms a 


Potlatch, the f s where innovations 


the most versatile of modern materials. It is 
lighter and re firesafe than metals, yet 
pound for pound it is stronger than steel. It 
can be precisely engineered to meet almost 


any conceivable requirement, yet retain the 


ood product 
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beauty that only nature could create. So 
bring your building problems to our great 
engineers and technicians. They'll help you 


graduate, with honors. Potlatch Fores 


P.O. Box 3591, San Francisco, Calif. 


Potlatch 


busi and prin rs, 


No wonder Grant 

2600 hardware takes 

all you can hand it and 

comes back for more! 

m It’s '"dual-handed" — 

doesn't know its right from its 

Z9" left. (So, no I.h. or r.h. parts to 

confuse, irritate or take excess 

installation time!) m Touch control 

means doors can be closed easily, 

quickly, quietly from any position on 

any door! m No metal-to-metal contact 

between any moving parts yields no 

chatter, no clatter. Doors simply 

"float" on nylon! m Top assembly and 

lead guide are adjustable, snap-in 

units. Lead guide placement insures 

door stop at-90°. Complete informa- 
tion is available on request. 


GRANT 


A^ 


GRANT PULLEY & HARDWARE CORPORATION 31 High St., W. Nyack, N.Y. 10994/944 Long Beach Ave., Los Angeles, Calif. 90021 
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k The ordinary driveway is out. The Approach does what no ordinary 


old driveway ever did for you. 
= Helps you attract customers. 
Introducing The Approach Helps you sel them. 
= The right Approach provides 
ample off-street parking. 
c The ordinary driveway chokes on 

one extra car. 

The right Approach ties in with 
a weather-protected entry. 

The ordinary driveway doesn't. 

The right Approach can also pro- 
vide privacy with privacy screens, 
decorative planting areas...all the 
little touches that add good looking, 
good living to your homes. 

The ordinary driveway? 

It just lies there. 

Put Approaches in your models, 
priced at a profit. 

They're already making a lot of builders 
more money. 


The plain, old back yard never sold 
house one. 

The Setting sets up sales 

Also extra profits. 

Rule number | for a Setting is, “Thou 
Shalt Not Build A Teeny Patio." Build it 
big enough for big entertainment. 

Minimum is 400 square feet 

Rule number II is, “Thou Shalt Offer 
Enough Options To Give Customers 
.. What They Want." 
cy Offer multi-game courts. Waterfalls 
“+ and ponds. Dramatic, easy-to-maintain 
planting areas. 

Even the new concrete swimming 
pools cost less than you think. 

Great ideas for all these things— 
and more—are offered in our book, 
“Grounds For Good Living.” 


The old back yard isdead 
Introducing The Setting: 
Hih, | di TT j x 


Fe i | 


FREE TO BUILDERS ONLY WITH THIS COUPON! 


New Book, “Grounds For Good Living," contains 
|! more than 100 beautiful, useful Approach and 
| Setting ideas, illustrated in rich color. Includes 
23 plans, valuable how-to-do-it information. 


$1.25 book is free to builders only with coupon. 
PORTLAND CEMENT ASSOCIATION 
Dept. A5-94, Old Orchard Road, Skokie, Ill. 60076 


Send my $1.25 “Grounds For Good Living" free 
Name 
Title 


Firm Name 
Address. .— 


City — — . State Zip. 


PORTLAND CEMENT [rr] ASSOCIATION 


AN ORGANIZATION TO IMPROVE AND EXTEND THE USES OF CONCRETE 
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More home builders 

install Lennox | 
central air conditioning. 
heating 


than any ‘other brand* 


That's because we offer you more of everything. More equipment-to choose 
from. More dealers to install and service it. More national advertising support 
More planning and promotional aids. More quality, And most important 

of all, more consumer preference. Write for the name of 


your nearby Lennox factory representative. Lennox Industries Inc., ga 
444 S. 12th Avenue, Marshalltown, lowa 50158. Indoors 


*Source: Research by a leading builder publication LENNOX 


ain CONDI SP ING = HE 
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Ii she doesn’t swoon 


over Gerber Golden Yellow, you can offer 


her the same luxury 


in 5 other delicious colors. 


Gerber No. 21-212 Mount Vernon siphon-jet elongated unit closet combination. No, 27-510 Hampton Bidet with rim«mounted 3-valve diverter fitting 
and pop-up drain. No. 12-848 Luxoval solferimming lavatories. No. 56-610 LaSalle recessed bathtub, 


Golden Yellow is one of the newest Gerber 
colors. Warm. Contemporary. Really appeal- 
ing. For many luxury-loving women, this is 
their color, in smartly designed fixtures that 
have all the other luxury features they want. 
(Like sculptured styling in beautifully matched 
fixtures; tubs with a wide, flat safety bottom, 
and quiet-flushing closets.) 


You'll like Gerber fixtures, too, for their 
practical features. (Like extended-horn 
closets; brass with one-piece bodies, and re- 
placeable seats and stem bonnet assemblies.) 


MAY 1969 


And, if for any reason your customer is 
cool toward Golden Yellow, show her our 
rich Caribe Avocado. Or Driftwood Tan. 
Petal Pink. Wedgewood Blue. Forest Green. 
Or versatile Stainless White. One of them is 
sure to set her aglow. 


Practical luxury, in a complete line of 
Gerber plumbing fixtures and brass, means 
many other things to benefit 
you and your customer. x 
Why not find out about all of Lagi as 
them. Simply call or write. MONT om tiun 


Tiu 
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Sweep a woman 
off her feet 

with Gerber luxury 
and still keep 
yours on 
profitable ground. 


GERBER 
plumbing fixtures 


Gerber Plumbing Fixtures Corp. 
4656 W. Touhy Ave. 
Chicago, Illinois 60646 
Phone (312) 675-6570 
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Why this colorful 
young look stays young 


... it's aluminum protected and beautified 
with PPG Color Coatings 


Protected is the word! Factory- 
applied PPG Color Coatings on 
aluminum home improvement 
products keep their bright, fresh 
color and appearance season after 
season, year after year, with 
practically no maintenance. 


Siding, windows, doors, shutters, 
shingles, soffits . . . they're all 


MAY 1969 


available from your supplier in a 
wide range of modern color 
coatings that simply will not chip, 
flake, peel, crack or blister. 


The finish is so tough that it takes 
the punishment of shipping, 
handling and installation, and 
still looks bright, clean and 
factory-fresh. 
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Get all the facts about carefree 
aluminum products protected with 
factory-applied PPG Color 
Coatings. Ask your supplier or 
PPG INDUSTRIES, Inc., Dept. 16W, 
One Gateway Center, 

Pittsburgh, Pa. 15222. 

Telephone 412/434-3191. 


Color ^^ B "a 


Coatings FT 


INDUSTRIES 
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Only Ford's E-300 Econoline Van 
takes 3590-lb. payloads... 
650 lb. more than any other Van! 


Ford Econoline Vans come in three 
popular series, the E-100, E-200 and 
E-300. Their higher capacity axles 
and heavier construction let you 
carry more weight every trip. The 
E-300 SuperVan handles from 650 to 
1350 pounds more payload than any 
other van of this type. And that's 


not all! The Econoline's long 105% -in. 


and 123Y2-in. wheelbases plus over 
5V» -ft. wide stance provide 39% 
more resistance to wind wander. 
Your power choice goes from the 
thrifty 170- or 240-cu. in Sixes up 

to the responsive 302-cu. in. V-8. 
And a compact, factory-installed Air 
Conditioner is now optional for 
optimum cooling. A special insulation 
package and tinted glass are 

also offered! 


Only Ford gives you Twin-I-Beam 
riding smoothness. The unique front 
end made 


famous in 
ui Ford pick- 
= ups. Two 
solid |-Beam 


axles for strength and coil springs for 
easy ride—the most rugged inde- 
pendent suspension yet! 
Only Ford gives you 

| > «ll an outside service 

Aii center. Just lift the 
"mini" hood for 
easiest possible 


battery and wind- 
shield washer water. 
Here also is the brake master cylinder 
and voltage regulator! 


Outsells all other vans combined! 
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checking of oil, water, 


Only Ford gives you over 38 sq. ft. 
of clear floor space—23% to 32% 

more than others. 
| Engine has been 
moved out of load- 
space. The result is 
more clear floor 
area, 8Y2 ft. long in 
standard van and 
over 10 ft. in the 
SuperVan. Items as long as 13 ft. fit 
beside the engine box. 


Only Ford gives you 
driver “walk-thru” 
to the rear. No 
longer do you need 
to step outside to 
reach the load com- 
partment. Engine 
cover is flat with 
raised edges for use 
as a package tray. 
See your Ford Dealer! 


FORD 
ECONOLINE 
VANS 


D 
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Dont let your hidden assets 
ust lie there. 


t life mean savings for you ani 
your pr e know th An i € | it is: C your home buyer 
count on rust 
drainage ) 
when they're ) : ing is nearly as g i C S by hiding your best 
That's why D ing sn't leak (soldered "à s are virtu- s—copper plumbing, drainage and 
ights ems. A substitute for cop- 
deal. So talk up tt b a per is exactly that—a substitute. 
—like th 3 jori knot: to last thousands of years), and 
new hom f pper, it's economical (faster installation plus 


cou NT ON COPPER 
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The Particleboard Floor 
Underlayment Grademark. 


Takea look at particleboard 
* floor underlayment today and 
you'll see this grademark. It's 
your assurance that the particle- 
board floor underlayment you're 
buying was manufactured to meet 
or exceed U.S. Department of 
Commerce commercial standard 
CS-236-66. 

Every manufacturer of parficle- 
board using the National Particle- 
board Association’s grademark 
stamp must comply with a #igid 
in-plant testing and quality con- 
trol program, plus having NPA 
verify the program through: un- 
announced mill visits and tests of 
the board in an independent lab- 
oratory. This means that now you 
can expect more uniform parti- 
cleboard performance than ever 
before. 

The NPA stamp tells the story 
at a glance. It has the 
number of the mill that 


^ 


made it, the commercial standard 
the underlayment conforms to, 
and the NPA seal which is your 
assurance that the manufacturer 
is meeting NPA requirements. 

Behind every stamped panel 
of particleboard “underlayment 
stands the manufacturer's guar- 
antee. This double-barreled com- 
bination makes grademarked 
particleboard your best choice 
for use under carpeting, floor tile 
and Seamless flooring. So look 
for the NPA grademark whenever 
you buy particleboard floer un- 
derlayment. 

And remembef, particleboard 
is the wood product engineered 
for 1,000 different uses. Floor un- 
derlayment is 
just one. 


For your free copy 
of How to Install 
Particleboard Floor 
Underlayment, write 
to NPA today. 


NPA members: Georgia-Pacific Corporation” 


^ (those with asterisks manufacture undarlayment) International Paper Company" 
Resinwood—Division of Rock Island 
NATIONAL. PARTICLEBOARD ASSOCIATION American Parboard Company Corporation 


Brooks-Willamette, Corporation” 
Cascade Fiber Company* 
Collins Pine Company 
Duraflake Company” 

Forrest Industries, Ltd." 


Timber Products Company* 

U.S. Plywood-Champion Papers, Inc." 
West Virginia Pulp & Paper Company 
‘Weyerhaeuser Company” 
Wynhewood.Products Company 


711 14th Street N.W., Washington, D.C. 20005 Tel: STerling 3-8258 
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Who takes the 
elegance of pewter 


beyond the 
bathroom cabinet? 


Miami-Carey. 


Pewter is "in" for bathrooms. 
And Miami-Carey is set to give 
you full advantage of its 
rich decorative possibilities. 
In our new Decorator Line, 

B you'll find three traditionally 

| styled mirrors and mirror 
cabinets with matching side 
lights and a full range of 
accessories—all in the 
soft-sheen pewter finish that 
complements almost any color 
scheme. Here is the selection 
needed to extend the quiet 
elegance of pewter to luxurious 
appointments all around 
the bath. And you get it only 
from Miami-Carey. 


See these and other decorative 
cabinets in our full line 
catalog. Write to Miami-Carey 
Division, Philip Carey 
í Corporation, Dept. HH-569M, 
\ Cincinnati, Ohio 45215. 


PHILIP 
CAREY, 
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Why do I use KitchenAid dishwashers? 
Myb 


uyers want them. 


And I dont want callbacks?’ 


“More than 90% of our buyers who want a dishwasher want a KitchenAid,” 
builder Roger Chapdelaine says,“‘and they must be happy with them because I never 
get any complaints about them.” 
Roger, who is vice-president of J. Chapdelaine & Sons, Inc. of Springfield, Mass., 
says his company has installed hundreds of KitchenAid dishwashers over the years. 
“And we certainly appreciate not having any callbacks,” he adds. “Besides, the quality 
reputation of KitchenAid makes them a natural for our homes.” 
The Chapdelaine company builds both custom and speculative homes in 
all styles, and does considerable remodeling work as well. They’re well-known 
in Massachusetts as quality builders, 

So if you’re looking for a dishwasher that reflects the quality of your 
homes, one that will give your customers satisfaction but will not give you 
costly callbacks, see the KitchenAid distributor. He’s in the Yellow Pages. 

Or write KitchenAid Dishwashers, Dept. 9DS-5, The Hobart 

Manufacturing Company, e 

Troy, Ohio 45373. KitchenAid 
Dishwashers and Disposers 
KitchenAid dishwashers—20 years of good old-fashioned quality. 
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3M Company introduces 
“3M” Brand Heavyweight 
Textured Granules to makers 
of quality asphalt shingles. 
rts Today's home- 
owner appreci- 
ates texture. He 
loves the honest 
feel of brick, 
stone and other 
natural materials. 


So we created 
new “3M” Brand 
Heavyweight Tex- 
tured Granules— larger, tougher than 
ordinary granules. They work beauti- 
fully in shingle designs that show a 
quiet new elegance in roofing. 


Actual size. 
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More texture, more profit. 

According to a survey we took re- 
cently in Southern California, 3 out 
of 4 homeowners prefer our new 
heavyweight granules. You can take 
the same kind of survey. Let your 
prospects see and feel the difference. 
You'll sell a premium roof at a pre- 
mium price. Without any argument! 


Tough on the weather. 


*3M" Brand Heavyweight Textured 
Granules stand up against wind, hail, 
sun and rain because they're em- 
bedded deeper into the asphalt. 


3M Brand 
Heavyweight 
Granules 
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Who says there’s 
nothing new 
under the sun? 


New rustic tones. 


Light Olive, Dark Olive, Green, Tan, Red, 
Brown, Charcoal, Black. Available in blends. 
We borrowed these colors from na- 
ture. Mellow and rustic, they help 
each house blend into its environment. 
They never shout from the rooftops. 


Ask your supplier for asphalt shingles 
made with “3M” Brand Heavyweight 
Textured Granules. Or write to 
Industrial Mineral Products Division, 
3M Company, 3M Center, Dept. 
OAE-59, St. Paul, Minn. 55101. 
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Mr. Apartment Builder, avoid 
installation, maintenance and 
call-back problems . . . switch to 
the Pease Ever-Strait? Door! 
The Ever-Strait is easy to install 
because it's an entire prehung 
entrance system... and it 
virtually eliminates call-backs and 
maintenance. The Pease 


and noise; "refrigerator type" 
magnetic weather stripping to 
seal out drafts and sound; 
patented adjustable sill /threshold 
for any floor condition, plus many 
other exclusive features. And a 
more beautiful door you'll never 
find (28 styles to choose from), 
plus many integral sidelight and 


MAINTENANCE DEPT. 


— - 


Ever-Strait Door will never warp, = toplight units to fit your 


Ever-Strait eliminates call-backs 


because it's made of extra 


and maintenance requests, 


architecture. 


smooth one-piece steel facings 
(zinc coated and Bonderized). Moreover, it has a 
polystyrene core to insulate against temperature 


Manufactured by Pease Company, and available from the following distributors: 


COLORADO, Denver ILLINOIS, Rock Island MARYLAND, Easton 
SoalRite Manufacturing Company Rock island Miliw: Anderson Lumber Co., Inc. 


Install one Pease Ever-Strait 
Door as a test. Forget about call-backs—except 
the call-back you’// make to order more doors! 


Pease 


Ever| Strait Doors’ 


Dept. H-5, 900 Laurel Ave., Hamilton, Ohio 45012 


U.S, Patents No. 3,153,817; 3,273,287 and 3,238,573. Patented in Canada 1965. Other patents pending. 


NEW JERSEY, Bound Brook 
Sklar Door N.J. Corporation 


OHIO, Hamilton 


TEXAS, Arlington 
Pease Company ir 


Mayfield Bullding Supply Co., Ine, 


CONNECTICUT, Bethel ILLINOIS, St. Ch 
Terry Lumber Company imperial Compon 
CONNECTICUT, New Haven ILLINOIS, Springfield. 

Batter Lumber Company, Inc. Springfield Builders Supply Co. 
DELAWARE, Wilmington INDIANA, Bristol 
Brosius-Ellason Company V.S.I. Home Products Corp. 
FLORIDA, Boca Raton INDIANA, East Chicago 

Sinith & Deshields, Inc. Components, Inc. 


FL Bradenton INDIANA, Evansville 
Mi County Lumber Co., Inc. — Indiana Wholesalers. 
FLI A, Hialeah INDIANA, New Maven 


Imperial International Industries Home Lumber Company 
FLORIDA, Hollywood 

Mack Industries, Inc. 
FLORIDA, Sarasota. 

Shepard Lbr. Co., Inc. 
GEORGIA, Atlanta 

Peachtree Doors, Inc. 
ILLINOIS, Broadview 

Morgan Sash & Door Company 
ILLINOIS, Chicago 

Edward Hines Lumber Company 
ILLINOI catur 

Morgan Sash & Door Company 
ILLINOIS, Franklin Park 

Rock Island Millwork 


INDIANA, Torre Haute 
Indiana Wholesalers 
Di 


IOWA, Des Moines 

Rock Island Millwork 

KANSAS, Wichita 

Rock Island Millwork 
KENTUCKY, Louisville 

Chase Barlow Lumber Company 
MARYLAND, Baltimore. 
Arundel Lumber Company 
MARYLAND, Beltavillo 

Ewing Lumber & Millwork Corp. 
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MASSACHUSETTS, Boston 
Gerrity Company, Inc. 

L. Grossman Sons, Inc. 
MASSACHUSETTS, Westfield 
O'Connor Lumber Company 
MICHIGAN, Detroit 

Acorn Distributing Company 
MICHIGAN, Grand Rapids 
Burton Aluminum Products 
MICHIGAN, Kalamazoo 

Miller Sash & Door Co., Inc. 
MICHIGAN, Vernon 

Glasor'u Elevator & Lbr, Co., Inc. 
MINNESOTA, Minneapolis 
Independent Millwork, Inc. 
Kullberg Manufacturing Co., Inc. 
MINNESOTA, St. Paul Park 


Minnesota Wood Specialties, Inc. 


MISSOURI, Kansas City 

Rust Sash & Door Company 
MISSOURI, St. Louis. 

St. Louis Builders Supply Co. 
MONTANA, Billings 

E. R. Young Co., Inc. 
NEBRASKA, Lincoln 

SealRite Manufacturing Company 


NEW JERSEY, Camden OHIO, Massillon UTAH, Salt Lake City 
Valley Bow, Inc. Iron City / Whitjax Oscar E. Chytraus Co, 
NEW JERSEY, Lakewood OHIO, Toledo. VIRGINIA, Norfolk 


The Level Line, Inc. 

NEW JERSEY, Linwood 
Dee Lumber Company 
NEW JERSEY, Pennsauken 
E! Jo Products, Inc. 

NEW YORK, Albany 
Garrity Company, Inc. 


Karl A. Paulsen Lbr, & Millwork Co. 


NEW YORK, Buffalo 
iron City / Whitjax 
NEW YORK, Hudson F. 
Northern Homes of N. 1 
NEW YORK, Kingston 

Miron Building Products Co., Inc. 
NEW YORK, Lacona 

Blount Lumber Company 

NEW YORK, Rochester 

Iron City / Whitjax 

NEW YORK, Syracuse 

Gerrity Company, Inc. 

NORTH DAKOTA, Fargo 
Structural Products, Inc. 

OHIO, Cleveland 

Palovaky Industries, Inc. 
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McKimmy & Elliott Distributing Co, 
OHIO, Youngstown 

tron City / Whitjax 

OREGON, Portland 

Western Homes, Inc. 
PENNSYLVANIA, Harrisburg 
Regal Products Mig, Co., Inc. 
PENNSYLVANIA, Johnstown 
Iron City / Whitjax 
PENNSYLVANIA, Lancaster 
Keystone Aluminum Window Co. 
PENNSYLVANIA, Philadelphia 
Charles Ahrens & Sons, Inc. 
PENNSYLVANIA, Pittsburgh 
iron City / Whitjax 

SOUTH DAKOTA, Sioux Falls 
Jordan Millwork Co. 
TENNESSEE, Kingsport 
Gibbons Lumber Co. 
TENNESSEE, Knoxville 
Schubert Lumber Company 
TEXAS, Amarillo 
Crowa-Gulde Cement Company 


Bullders Specialty Products Co. 
VIRGINIA, Roanoke 

Timbor Truss Company Inc. 
WASHINGTON, Kirkland 
Wostorn Profinish Wdwk Co., Inc. 
WASHINGTON, Spokane 
Plywood Distributors, Inc, 
WISCONSIN, Janesville 

Marling Lumber Company 
WISCONSIN, Wausau 

Marathon Millwork, Inc. 

Vanguard Building Materials Corp. 


1n Canada sold by: 
Associated Windowalls, Ltd. 
Banville Building Supplies, Ltd. 
Bird Hardware Specialties, Ltd. 
Robert Munt Co., Ltd. 

Whitjax, Ltd. 


In Puerto Rico sold by: 


PUERTO RICO, San Juan 
Aleco of Puerto Rico 


the dual tool. 


It’s a pneumatic floor stapler. Or an all-purpose power stapler. 


New—the 2-in-1 tool. The Bostitch Mark Il pneu- 
matic floor stapler—easily converted (by removing 
the handle and the stand) to an all-purpose trigger- 
operated pneumatic stapler for dozens of other 
fastening jobs. 

As a mallet-actuated floor stapler—first of its 
kind—it automatically positions and drives staples 
in the installation of hardwood flooring. 

Work goes much faster than with conventional 
manual nailing. Workmanship is better. The Mark II 
floor stapler automatically drives staples at the 
proper angles, securing the flooring. Gets rid of 
the danger of marring by hammer marks, 

To operate it, the nose is simply rested against 
the work, Direction and angle are automatically 


aligned. The staple is then driven with one easy tap 
of the companion hand mallet against the stapler 
firing button, The button activates the air-operated 
driving mechanism, simultaneously driving the 
staple and drawing the flooring up tight. 

Can the Bostitch Mark Il combination floor—and 
all-purpose—stapler help cut your costs, do a job 
better? Call your Bostitch man—in your phone 
book. Or write Bostitch, 245 Briggs Drive, East 
Greenwich, R.I. 02818. 


Fasten it better and faster with 


BOSTITCH 


STAPLERS AND STAPLES 


afextron] company 


Bostitch can 
do something 
for you. 
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... at every price level 


Make sure the kitchen in your house or apartment lives 
up to her great expectations! Make it a Frigidaire 
kitchen. Bright! Beautiful! Packed with the ease and 
convenience she has already decided she wants. Here, a 
mere three possibilities at three different price levels. 
Many more are available. 


Big convenience 
Here, you will note the exclusive 
NEW Frigidaire Laundry Center 
which will be available later this 
year. It is a stacked washer-dryer 
and is just 24” wide. You will also 
note a Compact 30” Built-In Range 
with a Glass Door, a sizable single- 
door Refrigerator and a DeLuxe 
Undercounter Dishwasher that in- 
stalls flush front. 


Aly / 


Middle-of-the-road prices 
Extra convenience 

In this price category, you might 
select a 30” Wall Oven with Electri- 
clean feature, a Cooking Top and a 
Custom DeLuxe Undercounter 
Dishwasher. Other Middle-of-the- 
road selections might well include a 
16.6 cu. ft. Refrigerator which is 
Frost-Proof and on rollers, plus a 
2-speed Washer with Durable Press 
Care and matching Dryer. 


The Frigidaire Quantity Sales Representative in your area 
has the facts, figures and ideas for kitchens that SELL! 


Call him today. 
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Frigidaire bothers to build in more help 


Circle 91 on Reader Service card 
- 


dust a'little more 

for luxury living 

Here is the lavish convenience 
for which she is really looking. 
The Refrigerator has just about 
everything: it is 21.9 cu. ft. in 
size and features Side-by-Side 
styling plus an Automatic Ice 
Maker. In addition, there is a 
Twin 30 Two-Oven Range with 
Electri-clean lower oven and a 
Custom Imperial Undercounter 
Dishwasher. She can also express 
her own decorating tastes in her 
kitchen with Designer Doors; 
either standard or optional 
equipment on the appliances 
shown. 
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New from Oxford Tile... 


No. 203 
Palm Green 


zx: x 


No. 205 Citron Yellow 


Morocco is an exquisitely beautiful tile comparing 
favorably with the finest handcraft ceramics of Safi. 
It has a marble-like pattern combined with delicate 
color and soft lustre. The effect is one of unusual charm 
and is especially recommended for whole wall installa- 
tions such as in bathrooms and powder rooms. 

Morocco is also appealing in the kitchen or playroom 


ceramic wall tile 


Oecd, 


emm Ea p wwe No, 207 
* Dune Tan 

A 

" I 

* 

4 

A 
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No. 204 Medina Blue 


as well as in half-walls, room dividers, counter tops 
and other practical modern-day decoration, 

The tiles are precision-edged and self-spacing. With 
the new adhesives and simplified method of applica- 
tion, installations are easy and foolproof. 

Bathroom accessories available in harmonizing 


colors. 
Caf 


OXFORD TILE COMPANY, 


CAMBRIDGE, OHIO 
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T.M. 


TLOOR. 


(Helps you sell homes faster!) 


Persian TileTM, Spring? Luxury Cushioned Vinyl: Terracotta. 
Like all our installed cushioned vinyl floors, it meets all FHA requirements. 


Introducing: The Kid-Cushioned Floors. a 
What do we mean by Kid-Cushioned? > 
| 

ui 


Beautiful floors that can take a beating 
and not show it. 

A new idea in vinyl floors that sells 
houses faster because it's a benefit 

buyers want. 

Kid-Cushioned Floors 

aren't just plain, ordinary vinyl. But 
proved Congoleum puer vinyl. 
Proved because its extra vinyl 

cushions its beauty 

vum the beating floors take from kids, 
"Jookers" and home-buyers 

... better than other floors. 

They have the cushion-in-the-middle. 

So when children jump-up-and-down, | 
rassle & rough-house, the cushion "gives." 
Then bounces back to its original beauty. 
Scuffs? Scratches? Marks? 
Forget ‘em! 

Our vinyl is tougher & thicker. 
Spills? Dirt? Accidents? 
Forget about them, too. 
Kid-Cushioned Floors come clean fast! 
"How about installation?" 

Fast & easy. 

Kid-Cushioned Floors 

won't crack or S in cold weather. 
They stay flexible. And many install on any grade. 
"Thanks to our famous White Shield* backing. 
“How about choice?" 

Kid-Cushioned Floors come in 

the widest range of color-pattern combinations 

to ease your decorating problems. 

Yet Kid-Cushioned Floors never cost more 

and usually much less than their imitators. 


BUILDERS BEWARE: 


There's only one KID-CUSHIONED FLOOR. 
It was invented & perfected by us: Congoleum 
For complete details see your floor covering contractor. 


E 7 ÁE 


ROMAN ACCENT! CASA GRANDE SEASCAPE” — VILLAGE SQUARE'* 


Congoleum 


COPYRIGHT 1969, CONGOLEUM INDUSTRIES, INC. 
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Kitchen designs 


H&H: Not one of the nine kitchens in your 
February Design File seems to meet the stand- 
ards we home economists teach—standards 
based on Small Homes Council information 
and other research sources. We use this infor- 
mation in teaching but can never find it applied 
in actual house plans. 

In general I wonder how two people can 
ever work in most of the Design File kitchens. 
Also, few would allow room for a cart, stored 
or in use, if the homemaker might want to use 
one. The basic areas of consideration are work 
centers (appliance and adjacent counter space), 
work triangles and adequate storage. Some or 
all are weak in each kitchen. 

Such displays of kitchen plans give us a great 
deal of “negative teaching material”, but the 
sad fact is that architects design them and 
builders build them! 

Why can’t kitchen designers be home 
economists? 

[Mns.] Louise R. HASSENPLUG, 
assistant professor 

School of Home Economics 

Winthrop College 

Rock Hill, S.C. 


H&H: As a subscriber and professional kitchen 
designer, I felt I should comment on the 
kitchens in your February Design File. 
"Unfortunately, the residential kitchen design 
field has very loosely drawn guidelines, but the 
kitchens you show, presumably as examples of 
good design, are as full of flaws as a leaky 
rowboat. Not one "ideal" kitchen was free from 
either a major functional flaw (such as lack of 


range ventilation) or design flaws or both. 

We who have specialized in this particular 
field know that articles on kitchen design are 
notoriously poor, and your article was an ex- 
cellent example of this. 

Rosert W. BAUM, kitchen designer 
Brainard, N.Y. 


The kitchens in House & Home's February 
Design File were not selected for their work- 
ing layouts but for their excitement and po- 
tential sales appeal. Buyers are neither home 
economists nor kitchen designers.—Ed. 


Housing subsidies 


H&H: I most certainly agree with your editorial 
[Mar.] The level of our subsidies for low- 
income families puts us to shame in the eyes 
of the rest of the world. We must make a de- 
termined effort this year to persuade Congress 
to allocate at least $5 billion to subsidize the 
221d3 and 202 elderly-housing programs. 

In this period of tight money, I cannot see 
us making any progress with the 236 program. 
Congress allocated only $25 million for this 
program, and so far I have not seen the lend- 
ing industry commit themselves to it in any 
way. 

I am grateful for the way of life which I 
have been able to create for my family and 
myself in this country. Therefore, I give you 
my commitment to work in any way deemed 
appropriate for the purpose of creating more 
low- and moderate-income housing. 

MiLTON M. GORDON, president 
Mortgage Marketing Service Co. 
Beverly Hill, Calif. 


What causes mud slides? 


H&H: An article in your March issue on Cali- 
fornia's mud slides, states: “No building shall be 
constructed on a slope steeper than 2 horizon- 
tal to 1 vertical except when a soils engineer and 
engineering geologist recommend construction. 
The old code permitted building on a 1:1, or 
45%, slope." The correct descriptions should 
be: 1:1 slope, one foot horizontal to one foot 
vertical, equals a 100% slope, or a 45° angle 
of slope; 2:1 slope, two feet horizontal to one 
foot vertical, equals a 50% or a 27.5^ angle. 

Anything over a 45° angle or a 1:1 slope is 
extremely difficult to build upon, and even a 
2:1 slope or 27.5° angle will require caution. 


Your last two paragraphs point directly to 
man’s fallibility and pure profit motive, with 
the public and nature to bear the cost of this 
mismanagement and poor planning. 

To build on marginal land and to wantonly 
bulldoze off the top soil, trees, and natural 
cover and then expect man-made structures to 
stay in place is pure fallacy, Blaming the fires 
of the past season as a method of absolving 
the true culprits—developers, speculators, etc. 
—may pacify some people, but put the blame 
where it belongs, on man himself. 

RicHaRD F. Brox, landscape architect 
Vilican, Leman & Associates Inc. 
South Field, Mich. 


THE BUILDER 


@ JOIST & TRUSS HANGERS 


@ FRAMING ANCHORS 


Arias 


/e|P\ Enscineereo 
Prooucrts INC. 
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ATLAS Les. 


"PRODUCTS DESIGNED WITH 
IN MIND" 


DRYWALL SUPPORT CLIPS 


SAVING BUILDERS 


$20 - $30 PER AVERAGE UNIT FOR YEARS 


@ METAL BRIDGING 


@ PLYWOOD CLIPS 


4949 E. 23RD STREET 
INDIANAPOLIS, INDIANA 46218 


Incomparable American Heritage Designs 


Becker Manufacturing, a leader in decorous 
theme accents in lighting . . . nautical, frontier, early 
American, Gay 90's, New Orleans and Spanish styles. 
It's at Becker where quality and design meet. 


Write for our full color catalog 

on your letterhead 

Becker Manufacturing Co., Inc. 
P.O. Box 2277, 

City of Industry, California 91746 
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Kohler presents the reb 
of the blues. 


With New Orleans Blue, the bath goes 
bright, bold...and anything but ho-hum. 

A new Kohler color...pure as the note 
from a blues cornet. New Orleans Blue 
joins the other Kohler blues: Cerulean, 

a delicate pastel... and Blueberry, a deep 
accent. It’s the rebirth of the blues. 

Bold shapes, too. The Caribbean, a big 
(6-foot) luxury tub that installs anywhere: 
island or peninsula...in a corner...sunken. 


the sides. Safety features? Grip-rails 


You can do anything to its exterior: brick... 
laminates. . . paneling . . . bring carpeting up 


and 


a Safeguard" bottom. There's the Lady 
Fair, too. A shampoo center, baby bath, 
and lavatory basin for every member of 
the family . . . with hose-spray and swing- 
away spout. Sell Kohler's happy blues 
... bright, bold ways to end the ho- 
bath for your customers. 


hum 


on Trails West, St. Louis, Mo 


First he made the sale. Then he really started work. 


When it’s completed, Seven Trails 
West will include some 700 studio 
apartments and town houses—each 


featuring a GE all-electric kitchen. 
General Electric equipped the develop- 


ment’s laundry centers, too. For GE 
Contract Sales Representative Roland 
Schwendinger, making the sale was 
only the beginning of his job. 


cd RS RY SD S ey CREME 


of the Seven Trails West Company. It 
was a total concept approach.” 


For example, Roland provided de- 
signand layoutideas from GE's Kitchen- 
Laundry Planning and Design Service. 

He personally coordinated equip- 


ment deliveries to coincide exactly 
with building schedules at Seven Trails 
West. 


For service that just begins when 
the sale is concluded, contact the Gen- 
eral Electric Contract Sales Represent- 
ative in your area. Said Stanley Mul- 
tin, "He'sa real professional. I couldn't 
have asked for more." 


Progress fs Our Most Important Product 
m 


If you're looking for that extra something 
to give your homes and apartments more 
customer appeal... talk to your nearby 
Kemper Distributor. This year Kemper is 
offering more design and more conve- 
nience features than ever before 
design. In addition to the exciting new 
Tiara Kitchen in shaded maple (pictured 
above) you 
may choose 
English Oak, 
Traditional 
Fruitwood or 
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New ideas sell homes. 


Colony Line Cherry. A complete selec- 
tion of decorator styled bathroom vani- 
ties is also available. 

features. How's this for a starter? Built-in 
cutlery drawers, self-centering lazy 
roll-out shelves, roomy broom 
closets, the latest hardware ideas, self- 
closing hinges, do-it-yourself door front 
decorating options and the exclusive 
Kemper "mini-pantry." 

construction. Here's where you, as a 
builder, will recognize Kemper quality. 
Everything about Kemper, including mor- 


susans, 
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tise and tenon joints, glue blocking, 
baked on finishes and full frame con- 
struction, will tell your customers some- 
thing about the value you are offering. 

This is only part of the Kemper story. See 
your nearby Kemper Distributor for all 
the facts and a first hand look at Amer- 
ica’s most competitively priced kitchen 
cabinet value. Kemper Brothers, Inc., 
Richmond, Indiana 47374 


Kemper- 
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You don't need 

a safecracker's touch 
to get the 

shower temperature 
you want. 


Not when the shower valve is a Moen. It has extra 
turning room in the middle temperatures — where 
{ water isn't too hot or too cold. 


In fact, Moen has a full 46 degrees of turn in the 
comfort zone. More than twice that of the next lead- 
ing single-handle brand. 

Compare the single-handle brands. 


Width of each bar represents int 
of handle turn from full hot to "X MOEN 


cold. Numbers in center indicate 
degree of handle turn to stay within 


comfort zone of 90° to 106' F. 
comfort 
Moen’s wide comfort zone 
tuning range can help Brand D EN ee E 
you sell. For free display the faucet that 
cards similar to this 
eerte v-— 070 D turns people on. 
Moen, Elyria, Ohio 44035 
LI Ey aem nan on 
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See us at Booth #104 at Pacific Coast Builders Conference B-6910 


EL. 


You can pack a lot of tools in this kit. 


Electrical. Plumbing. 
Carpentry. You name it. 
Chevy-Van can be 
equipped with such 
things as cabinets, bins 
and shelves to handle it. 
And there'll be plenty of 
working room left over. 
Just like a well-designed 
workshop. On wheels. 

It can be outfitted other 
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ways, too. Refrigeration, 
for example. Or you can 
leave everything out. And 
just carry up to 256 cu. ft. 
of cargo — in 108" wheel- 
base models. Up to 209 
cu. ft. in 90-inchers. What- 
ever you haul, it'll be well 
protected by Chevy-Van's 
tough unitized body- 
frame construction. 


There's a lot more to 
the Chevy-Van story. 
More engine-transmis- 
sion combinations. More 
soft-foam seat comfort. 
More . . . well, just ask 
your Chevrolet dealer 
about his low-cost tool- 
box. He'll fill you in. . . . 
Chevrolet Division of Gen- 
eral Motors, Detroit, Mich. 
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More trucks are Chevrolets 
because Chevrolet is more truck! 
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5,000 dots represent the 5,000 16d nails that one 
man can drive per hour with a Paslode Stallion? 
pneumatic nailing tool. This speed includes time 
to reload the tool with cartridges of nails. You can 
drive 16d common, box, or sinker nails, and coated 
screw-type nails. 

This speed reduces the cost of nailing and shortens 
production time. The S/alliom's power to drive 
nails straight and tight improves the quality of 
nailing work. Its dependability has been proved 
on the job indoors, outdoors, winter and summer. 


...nails per hour Y 


Its dependability is as great as that of the com- 
panion nailer, the Paslode Gun-Nailer? that drives 
8d and 6d nails —7,000 per hour. 

The facts are available from Paslode. Write for 
data and where-to-buy information. 


PASLODE 


COMPANY, DIVISION OF SIGNODE 


8080 McCormick Blvd., Dept. HH, Skokie, Ill. 60076 
In Canada: Paslode Canada Reg'd, Scarborough, Ont. 
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The blue of 


Colorado skies 
meets its match in 


Re 


People in the Aspen area refer 
to Snowmass Villas-as, ''that 
place with=blue roofs," and with 
good reason. 

This award-winning condomin- 
ium project consists of 6 build- 
ings, providing 28 residential 
units foryear-round vacation use. 
Of conventional wood-frame con- 
struction, the apartment complex 
is sided with ‘cedar shakes. In 
designing steep, shed-type roofs, 
the architects used Reynolds 
Aluminum Shingle-Shakes in 
Heron Blue Colorweld® as color 
counterpoint to the rough-hewn 
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olds Aluminum 


Shingle-Shakes 


siding. But, much more than 
color influenced that decision. 

With their 4-way, interlocking 
design, Shingle-Shakes withstand 
winds up to 120 mph and remain 
stable even under heavy snow 
loads. The siliconized acrylic 
baked enamel finish actually 
helps shed snow. Regardless of 
humidity and temperature, 
Reynolds Aluminum will not rot, 
rust, warp or split 

Aluminum Shingle-Shakes are 
12"x36", require no special fram- 
ing or sheathing, and reduce the 
materials handling problem. Their 


low-load factor is a distinct bene- 
fit in covering old roofing in re- 
modeling- jobs, too. 

Texture and shadow effects 
can be obtained with Shingle- 
Shakes thanks to their heavily 
embossed linear pattern and 
deep butt design. Most important, 
Shingle-Shakes offer visual ap- 
peal and durability comparable 
to slate or tile, but.at lower cost. 

Shingle-Shakes and their 
matching accessories come in 
16 colors, including Polar White, 
Terrace Green, Heron Blue, Au- 
tumn Brown and Charcoal, plus 
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natural aluminum. Get informa- 
tion on Reynolds Aluminum 
Shingle-Shakes for residential or 
commercial buildings from 
Sweets Architectural Catalog, 
21d/Rey, or write to Reynolds. 
Metals Company, Building Prod- 
ucts and Supply Division, 325 W. 
Touhy Avenue, Dept. HH-59, 
Park Ridge, Illinois 60068. 
* 


REYNOLDS 


ALUMINUM 
Building Products 
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This Chromalox heating system has a cool partner. 


The Chromelox? electric comfort conditioning 
system — designed to install quickly, operate 
quietly and efficiently and provide pleasing 
comfort all year round. 

The versatile Chromalox WAF furnace 
features compact cabinet; 10, 90 or 30 kw 
capacity, centrifugal blower; precise thermostatic 
control. It installs in horizontal, upflow or 
downflow position. 

A range of dependable Chromalox 
Compressor-Condensers and Evaporators delivers 
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from 1% to 4 tons of summer cooling comfort. 

The Chromalox Electronic Air Cleaner 
slips into any furnace return air duct and traps 
95% of airborne dust and pollen. 

These Chromalox units can be used equally 
well in new installations or as additions 
and/or replacements in existing systems. 

Learn about the complete line of Chromalox 
comfort heating/cooling products from your 
local Chromelox distributor. Or write directly 
for Catalog ROO103-6. waite 


IE 


EDWIN L. WIEGAND DIVISION 


EMERSON ELECTRIC CO. 
7770 THOMAS BLVD., PITTSBURGH, PA. 15208 
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Carpet of HERCULON’ keeps stains off 
even when soups on. 


A kitchen carpet of Herculon’ olefin 
fiber can take anything anyone 
dishes out. Beautifully. It's easy as 
pie to clean. Doesn't absorb messy 
food stains or soil. What's more, 
it holds up under heaviest traffic. 
Use Herculon in the kitchen—office 
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—or anywhere in the house. It will 
give you long life at a low cost. 

For more information, contact 
Fibers Merchandising, Hercules 
Incorporated, Wilming- 
ton, Delaware 19899. 

*Hercules registered trademark. HERCULES 
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> The hometurnishings fiber 


American-Standard creates 


The UltraBath 


The most exciting thing that ever happened to bathing. The UltraBath". 
With all the luxuries, all the personal conveniences women have always dreamed 
of. And more. Because the UltraBath is more than a bath. It's the most lavishly 
elegant bathing and showering center ever! All three separate components 
(Shower Tower, Control Console, Bathing Pool) are unified to give your homes, 
and your buyers, the best of the future now. There's even a new color... subtly 
sensational "Bone." The high-fashion American-Standard color that women 


can live with now and forever. For full details, 
see your plumbing contractor or write us 


| 


Ultra-luxurious Shower Tower. 
This richly styled exclusive unit 
is completely pre-piped and 
factory assembled. Installs with 
a few simple plumbing con- 
nections. Shower Tower* col- 
umn features Stereo* Shower 
Heads for extra luxurious show- 
ering with separate shoulder 
height controls. Hide-away* 
rinsing spray comes built-in 
with its own revolving storage 
compartment 
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AMERICAN 
SIANDARD 


PLUMBING & HEATING DIVISION 
40: W. 40th St, , N. Y., N, Y. 10018 


Ultra-convenient Control Console* panel. Features 3 different automatic 
controls, all pre-wired, Auto Pool Fill" turns water off at any pre-determined 
depth. “Pool Temp” mixes hot and cold water to any desired temperature 

Whirlpool Timer" turns whirlpool off at pre-set times. Console also con- 
tains concealed storage cabinet for whirlpool! attachment 


Ultra-spacious Bathing Pool’. New wide oval 
shape is 42" wide for maximum elbow room. 
Other luxury features include a "contour" 
back, comfortable beveled rim, Stan-Sure* 
slip-resistant surface in a new sunburst pat- 
tern, and a whirlpool attachment for the most 
luxurious bathing ever. 


Matching Ultra Lavatory. 
Complements the UltraBath in 
both its graceful oval design 
and deluxe beveled edge as 
well as with its subtle “Bone” 
color, Unique Ultra Font* faucet 
directs the water up and out in 
a graceful arc for easy, non- 
splashing shampooing. 


* Trademarks of American-Standard 


© AMERICAN-STANDARD 1949 
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Its never too soon 
to cut air-conditioning power bills 
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People who build glass the daylight and the view. seem to disappear, you'll! Program" and how you 


houses should own stock Other window coverings have windows that are can profit with it 
in the power company. may keep out the sun but beautiful, too. 

Or else have blinds on they also keep out the view. So ask for Levolor in LEVOLOR 
their windows. Because What's more, if you your buildings. You owe 
no other window covering insiston Levolor Rivieras, itto yourself. For more Blinds for better business. 
keeps out the hot sun as the blinds with slats and information write for LEVOLOR-LORENTZEN, INC. 


: 720 MONROE STREET 
efficiently whilelettingin ^ tapes so slender they Levolor's "Builders HOBOKEN, N.J. 07030 
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Tomorrow’s merchandise 
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New design ideas generally move from west to east, 
so the West gives us a preview of housing in the '70s 


*In housing, money moves from east to west, and good design 
from west to east." You've often heard people say that, and 
you've often heard others object to such a simplistic notion. Ob- 
viously, it’s not strictly true. The West now generates a great 
deal of its own construction and mortgage money, and the East 
has a lot of good native design. But as a general proposition, far 
more good design ideas in housing, land use and general market- 
ing come out of the West than come out of the East. Quite 
frankly, that's why most bellwethers in this industry take at least 
one trip west every year to see what’s new that they can use in 
their own projects back home. 

We hope that this issue of House & Home will tell you some- 
thing about western design and where that design is best and 
newest, California, 


A break in the gloom 


With this issue also, we would like to tell you the best time 
to go to California: the first week in June. Why June? Because 
the Pacific Coast Builders Conference—in importance second 
only to the NAHB’s annual convention—is being held in San 
Francisco at the Fairmont Hotel, June 4, 5 and 6. To show you 
what San Francisco alone offers housing industry visitors, we 
have in this issue a Builder's Guide to San Francisco much like 
the one we published last December for the NAHB Show in 
Houston. It will show you what to see and do and where to eat, 
but more importantly, it pinpoints almost three dozen trend- 
setting subdivision and apartment complexes. 

Take a look at California to see what you will be doing in the 
"70s and we hope to see you in San Francisco. 


Hurray for Preston Martin and Sherman Maisel: they know 
that the housing job can be done and how to do it 


In virtually nothing flat (as time is measured in Disneyland-on- 
the-Potomac), Preston Martin, the new chairman of the Federal 
Home Loan Bank Board, has come to grips with what was 
wrong with the FHLBB system back in 1966 and intends to 
change its errant ways. And Sherman Maisel, a governor of the 
Federal Reserve Board, has helped quell the panic among hous- 
ing's faint-of-heart. 

Maisel is optimistic about housing credit and housing in the 
years ahead. Because of the rising volume of multifamily in our 
housing start mix, he points out that new dwelling unit prices 
have increased an average of only 2.6% per year over the last 
five years. Concerning the 1968 Housing Act's goal of 26 mil- 
lion units in the next decade, Maisel says we can reach it if 
starts rise only 15% beyond the annual rate set over the last 
six months and if we add in mobile homes and rehab housing. 
An increase at that rate and a 70% to 80% increase in mortgage 
funds by 1978 will not be as great as increases which this coun- 
try will experience in Gross National Product or in after-tax 
personal income. Concludes Maisel: We could meet our housing 
goal without “any major difficulties.” 

At the Federal Home Loan Bank Board, new chairman 
Martin said that the system is considering issuing longer term 
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securities, five years instead of one year, to member banks who 
want to preserve their liquidity and lending ability in tight- 
money periods. 

You will recall that in 1966 it became abundantly clear that 
if S&Ls were to continue to lend long (mortgages) they should 
be able to borrow at longer terms for liquidity, especially in a 
period of tight money. But you will also recall that policies 
adopted by the FHLBB early in 1966 made it clear that advances 
to member banks for additional mortgage loans would not be 
made. We never knew whether the FHLBB thought that it should 
be an instrument to restrain housing in the overheated economy 
of 1966, or whether it was just plain scared. Whatever the in- 
tent, the members were discouraged from making any new loans 
or commitments just to preserve their liquidity in case of 
emergencies. 

Chairman Martin has come right to the heart of the problem 
and none too soon. We are smack in the middle of tight money 
and will remain so for the balance of this year. Now the FHLBB 
can prepare for emergencies and can show its confidence in the 
ability of members to perform in the mortgage market, even 
though the price of money is higher than a cat's back. 
—RicHanp W. O'NEILL 


California: here it comes 
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Something astonishing is happening in California. Under the pressure 
of the biggest, most competitive housing market in the country, 

a handful of builders and architects is turning out a product that is 
not only exciting but really new. Now the question is, when will 

the rest of the country wake up and start down the same road? 


What you'll see on the next 22 
pages represents, in our judge- 
ment, the best of current Califor- 
nia housing. We think it is more 
than coincidental that much of 
this housing is being produced by 
builders who are among the big- 
gest and most successful in Cali- 
fornia and, for that matter, in the 
whole country. And we urge that 
no matter how wildly far out it 
looks to you—or how unsuited to 
the climate or traditional tastes of 
your market—you nevertheless 
study it with as open a mind as 
possible. Because unless we're 
reading an awful lot of signs 
wrong, this is the kind of housing 
most of you are going to have to 
build to stay in business through 
the '70s. 

That may sound like a sweep- 
ing statement, but there's some 
pretty strong evidence to support 
it. For example: 


People want something new and 
different in all parts of their lives. 
That's why they're wearing side- 
burns and double-vent, double- 
breasted coats and miniskirts, 
painting everything in psychedelic 
colors and driving cars jazzed up 
to look like road racers. Califor- 
nia housing has this kind of color 
and excitement to burn, both in 
the product itself and in the way 
it's merchandised. And it's as dif- 
ferent from those dull, nondescript 
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boxes that most builders have 
been producing for the last two 
decades as a Ferrari is from the 
family station wagon. 


People want better planned 
housing. Builders everywhere 
know that today they must offer 
more workable interiors, better 
integration of outdoors and in- 
doors and more privacy—even in 
high-density projects. Under their 
flamboyance, the best California 
houses are very well planned in- 
deed. And many of them offer 
better outdoor living on a 5,000- 
sq.-ft. lot than conventional houses 
can offer on half an acre—a virtue 
worthy of study by any builder 
who works with the condensed 
lots of cluster layouts. 


Non-Californians have already 
shown an avid interest in Califor- 
nia-style housing. Quantitatively, 
the evidence isn't very heavy yet; 
only a few out-and-out California 
projects have been tried in the rest 
of the country. But as you'll note 
in the following pages, those that 
have been built have generated 
huge crowds and, more important, 
strong sales. 

It's noteworthy that while these 
successful out-of-state projects 
have been built by local builders 
and developers, the architects and, 
in some cases, the planners and 
decorators were imported from 


California. As more California 
builders have iearned the impor- 
tance of good architecture, good 
land planning, good landscaping 
and good decorating, so a small 
but growing group of these pro- 
fessionals has learned how to work 
in the market-oriented, cost- 
squeezing world of the merchant 
builder. 

Lest the foregoing sound too 
much as though California hous- 
ing has reached a peak of perfec- 
tion, a couple of sobering notes 
should be sounded. 

Even in California, the kind of 
housing we’re talking about is the 
exception, not the rule. The ma- 
jority of California houses and 
apartments are no better and no 
more imaginative than those in the 
rest of the country. 

Even the most exciting Califor- 
nia housing is more often than 
not built in unimaginatively or 
downright poorly planned com- 
munities. The fault lies not with 
architects and planners but with 
those builders who feel they must 
jam every possible house on their 
increasingly costly land. 


Nevertheless, in terms of that 
elusive quality called sales appeal, 
the best California housing is miles 
ahead of the rest of the country. 
The following pages will show 
you why. 


—MAxwELL C. HUNTOON JR. 


continued 
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California's 
biggest splash 
is being made 
inside the good 
old, reliable 
detached house 


In fact, as you'll see here and on 
the following six pages, the splash 
can be so big that it gives the im- 
pression that in California any- 
thing goes as long as it has shock 
value. 

Certainly the shock value is 
there (much of it simply by con- 
trast with the pallid housing we're 
used to). But beyond the dazzle 
of the decorating is a new kind 
of interior space—expressed in 
terms of high ceilings, changes in 
levels, balconies, martini pits, etc. 
—which creates a totally different 
living atmosphere. Handled inex- 
pertly, this space can be dreadful; 
handled well, it can be fabulous. 

Less can be said about the 
present state of California exte- 
rior design. By and large it tends 
to be understated—rough-finished 
wood, dark-stained beams and 
white or earth-toned stucco are 
the rule. Where traditional roots 
are discernible, they show up as 
old Spanish or rough California 
ranch. And while there's little 
ground for claiming that great ar- 
chitecture is being created in Cali- 
fornia today, the best houses 
blend well with their sites—a not- 
unimportant virtue. And their 
quiet exteriors are an effective 
foil for the blazing interiors. 

California architects who work 
for merchant builders tend to spe- 
cialize in one type of housing; the 
projects shown here and on the 
next four pages are the work of 
Barry Berkus of B.A. Berkus As- 
sociates, currently the architect 
most in demand for single-family 
detached projects. 


Larry Leach 


Larry Leach 


A smallish living room is made 


to seem large (left) by the con- 


trast between its two-story ceil 
ing and the conventional-height 
room behind the fire- 

. Note also how the living 
room borrows space from the 
balcony and from the open hall- 
way at right. Part of the model 
compound is shown above and 


on page 102. 
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An entertainment area (above) 
is wrapped around this free- 
standing fireplace, with a bar at 
right and a fenced martini pit in 
the foreground. This house and 
the one at left are at Valencia 
Hills, a project being built by 
M. J. Brock & Sons in Valen- 
cia, a new town north of Los 
Angeles. Decorating is by 
Russo-Wigrin Assoc. Price 
range: $33,900 to $45,000. 


continued 
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A brightly cheerful teenage area (top, left), completely 
separate from the rest of the house, takes up the idea 
space in this model. Other idea-space possibilities are 
shown in the plans. 
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Behind a relatively quiet facade 
(above), this $37,000 house 
offers 1) an “idea space” at the 
rear of the garage (photo and 
plans, facing page) that can be 
finished off in a number of ways 
and 2) a spectacular front hall 
with a curved staircase. The 
model is a part of Harbor View 
Homes, a project by Donald L. 
Bren Co., at Irvine. Price 
range: $28,000 to $39,000. 


Two dramatic ways used by 
architect Barry Berkus to extend 
and enliven interior space are 
shown here: opening the high 
front hall (above) to the living 
room, in the foreground, and 
providing vistas to outdoor 
areas (left and below). Model’s 
decorating and furnishing are 
by Virginia Douglas. 


Julius Shulman 


continued 
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If you think that 
low prices 

rule out excitement, 
take a look 

at this 

$26,500 model 


Overlooking the high-ceilinged 
living room (photos, left) is a 
second-floor area that can be- 
come a playroom or a couple 
of bedrooms and a bath. Barry 
Berkus designed the ho nd 
Hamilton-Howe did the deco- 
rating and furnishing. 


i 
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Photos: Julius Shulman 
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Here are two export versions of the 
neo-California single-family detached house 


The model above is part of a 
600-house subdivision being 
built in St. Louis by The Mayer 
Co. The designs—by Barry 
Berkus—and the decorating— 
by Hamilton-Howe—are pure 
California. And despite the 
shock to conventional-minded 
St. Louisans, some 100 houses 
have been sold at $25,000 to 


Entrance court (above) and north of Los Angeles, this $32,000 since the project 
rear patio (below) carry the model is near the top of the opened in February. Happy 
feeling of space outdoors. Built company's $19,000-to-$30,000 company executives are now 
by Larwin Co. in three projects Tempo line. planning to open a similar but 


slightly lower-priced project in 
July. 

The Berkus-designed house 
below is in some respects even 
more of a shocker. It was built 
on Long Island as part of a 
prototype program by the arch- 
est of arch-conservative build- 
ers, Levitt & Sons. The com- 
pany has no plans to repeat this 
particular model, but it has 
announced that Berkus is work- 
ing on a California-style town- 
house program for Levitt's 
Willingboro, N.J., project. 


continued 
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CALIFORNIA: HERE IT COMES continued 


Townhouses are 
being designed 
more and more for 
the growing 
market of 
sophisticates 


Admittedly, “sophisticates” is a 
nebulous word. But it’s the one 
most used in California building 
circles to describe the itchy-footed 
group of buyers whose spare time 
is spent at the theater, on the 
slopes or in Europe, They tend to 
have bigger incomes and smaller 
families than average (many, in 
fact, are single, divorced or 
widowed), and their outstanding 
characteristic is that they con- 
sider a home a place to live and 
entertain in, but not a source of 
healthful exercise produced by 
chores like cutting grass. 

Such a buyer demands even 
more in terms of design and ex- 
citement than does the typical 
detached-house buyer. And he 
also demands more in terms of 
location—which explains why 
townhouse projects like the one 
at right are showing up in choice 
areas such as lakefronts. 

It’s important to note that even 
in the lower price ranges, Cali- 
fornia townhousing shows a 
strong resistance to becoming 
low-income housing. The project 
on page 112 has prices starting at 
$25,000, but the majority of buy- 
ers have been either empty-nesters 
who are trading down or young 
executives with small families— 
both groups that value the no- 
maintenance aspect of townhouses 
but are nevertheless insistent on a 
high quality of design and plan- 
ning. 
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The value of location to the sophisticated 
townhouse buyer is shown Lakeshore, 
a lakefront project of $29,000-to-$42,000- 
plus units at Westlake, a new town north 
of Los Angeles. Houses on the water were 
the first to go, even at premiums of $6,000. 
Richard Leitch & Associates designed the 
project; the builder is Swartz-Linkletter. 


s gtr 7, 
NIE 


Lakefront townhouses are Designed by Leitch and built by Del E. 


a hit in Chicago, too Webb Corp. (H&H, Aug. 68), they are sell- 
ing far faster than th n be built at 


prices starting above $65 


CALIFORNIA: HERE IT COMES continued 
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With townhouses, 
the question is not 
what can the 
buyer pay but 
how does he 

want to live? 


The high living room at right 

n one a waste of space. 
But it typifies the atmosphere 
in which the buyer d bed on 
page 110 wants to live, even 
though prices in this particular 
project start as low as $25,000 
(and go up to $32,000). 

The project, built by Larwin 
Co, in Chatsworth, north of Los 
Angeles, will ultimately have 
some 740 units like those pic- 
tured at left. Barry A. Berkus 
is the architect, and the interior 
decorating is by  Hamilton- 
Howe. 

Outdoor living has special 
importance in the narrow con- 
fines of a townhouse lot. The 
pictures at left show how much 
indoor and outdoor mileage 
Berkus has managed to get out 
of one relatively small rear 
patio. 
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CALIFORNIA: HERE IT COMES continued 


Patio houses are 
California's 
newest and most 
promising solution 
to the problem 

of small lots 


The wonder is that patio houses 
took so long to appear; when you 
consider what happens to privacy 
when five or six conventional 
houses are jammed onto one acre, 
the idea of wrapping a wall 
around each lot seems obvious. 

In fact, however, the process is 
not so simple. For one thing, 
municipalities are not always co- 
operative about the changed zon- 
ing ordinances patio houses al- 
most always require. For another, 
the necessary wall and landscap- 
ing tend to run up costs to the 
point where on a straight per- 
square-foot basis, patio houses 
cost more than conventional 
houses. And finally, that great 
stick-in-the-mud, Mr. Average 
Homebuyer, can be very uncom- 
fortable away from his good old 
single-family detached house, no 
matter what the privacy problems 
are. 

But things are changing—in 
California, at least. Planning of- 
ficials in many areas are becom- 
ing more amenable to the idea of 
the patio house. And at least 
some buyers are beginning to 
realize that 1) a patio house is 
more than just a house with a wall 
around it—it’s (forgive the 
cliché) a totally different way of 
living; and 2) when you con- 
sider that the wall really makes 
the whole lot part of the house, 
the prices aren’t so high after all. 

Patio houses offer another case 
of architectural specialization. 
The majority of significant patio- 
house projects in California, in- 
cluding two of the three at right 
and on the following two pages, 
are the work of architect Robert 
Jones of La Jolla. The exception: 
the project on the facing page, 
which is by Knowlton Fernald. 


This is the project that started 
it all—Casas Capistrano in San 
Juan Capistrano. Jones de- 
signed it in 1964, in partnership 
with Guy S. Green, a land 
planner and landscape architect, 
and two years later did a very 
similar project in Westlake Vil- 
lage—Colony Park (H&H, Sept. 
'67). 

The pictures and the plan be- 
low of a typical cul-de-sac at 
Casas Capistrano make one 
thing very clear: A good patio 
house is much, much more than 
just a house with a wall around 
it. Every room needs to be 
planned in relation to the out- 
doors as well as indoors. 


Photos: Julius Shulman 
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Photos: John Hartley 


This patio house can be 
partly opened up to 
| take advantage of a view 


Some of the project's lots are stepped 
down a hillside. So Jones designed the 
houses to allow the patio wall on the 
view side to be left off (pAoto, right). 
On conventional lots, the wall stays up. 
And in both cases, complete privacy is 
| maintained on the street side (photo be- 
low and cover). Called Crown Valley 
Highlands, the project is part of Laguna 
Niguel, a new town south of Los Angeles. 
Prices are from $22,900 to $28,400, 
with a premium for view lots. 
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CALIFORNIA: MERE IT COMES continued 


This model was originally designed for 
a 21-lot buffer strip of R-2 lots (plan, 
left) that were only 40' to 45^ wide and 
90' to 110° deep. It sold so quickly that 
the builder, Bahl Homes of Sunnyvale 
(south of San Francisco), is now de- 
veloping a 193-unit development with 
the same model. All units are identical 


except for variations in roofs and front- 
wall setbacks. 


Photos: J, O. Bragstad 


The prime requirement of a patio 
house—real integration of house and 
site—is exemplified here. The photo at 
left shows the front patio with a swim- 
ming pool; at right is an indoor view 
from the living room toward the back 
of the lot. Total living area under roof 
is 1,220 sq. ft., but the house feels twice 
that size. Price, not including pool: 
$27,000. 
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CALIFORNIA: HERE IT COMES continued 


When California 
gets around 

to using its 

land well, 

the results can 
be spectacular 


But it must be said at the start 
that like the rest of the country, 
California seldom does use its land 
well. Seen from a distance, the 
typical subdivision is a solid mass 
of buildings unrelieved by open 
spaces. More and more projects 
are beginning to advertise “green- 
belts”, but these generally turn 
out to be little more than narrow 
walkway strips between rear lot 
lines. And even the best and most 
exciting housing begins to pall 
when seven or eight hundred of 
the same models are built in one 
location. 

There are, however, exceptions, 
and some of the most outstanding 
are shown here and on the fol- 
lowing six pages. They prove that 
despite its high densities, Cali- 
fornia offers just about the best 
examples of good land use in the 
country. 

The Bluffs, at right, is a con- 
dominium townhouse project built 
on what was originally an ab- 
solutely flat site in Newport Beach 
(H&H, Feb. '67). It is considered 
by many people to be the best 
project of its kind in the world. 

Rancho Bernardo is a 5,800- 
acre new town near San Diego 
which over the past seven years 
has been quietly growing into one 
of the very best land-planned 
communities in California. 

The Meadows is a Los Angeles 
apartment project which shows 
the extent to which land can, in 
effect, be built along with the 
houses to create an unbelievably 
lush environment. 
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Photos 


Julius Shulman 


Land sculpture is the key to 
the beauty of The Bluffs. The 
architects, Richard Leitch 
Associates, cut swales and built 
up low ridges all through the 
150-acre site. Then they grouped 
the townhouses so their 
overlooked greenbelts that are 
big enough to feel like real open 
space (below). Short land- 
scaped walkways (right) be- 
tween house groups give access 
to the greenbelts from the road. 


Here’s a lesson 
on how to use 
golf courses 

as part of 
a project’s 
open space 


Photos: Julius Shulman 


Low-priced condominiums are 
sited parallel and adjacent to 
fairways (left), also have in- 
terior courts (above). Priced 
from $22,950 to $27,300, 116 
units have been sold to date, 
another 40 units are planned. 
Architect was Frank L. Hope. 


Luxury condominiums are 

> perched on a hillside overlook- 

ing the fairways of two golf 

\ courses (right and facing page). 

There are 31 units priced from 

$27,500 to $52,000, and the 

buildings include both town- 

house and apartment condomin- 
iums. 

The extent of Rancho Ber- 
nardo's golf-course-housing in- 
tegration is shown by the plan 
(left) of the first development 
phase. A great deal of building 
land is worked in and around 
the course, yet fairways are 
grouped so as to provide long 
views in many directions. 
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A few months ago this was a 
bare 13-acre site the Fox 
Hills section of Los Angeles. 
Today, with the addition of 572 
apartment units and several 
hundred thousand dollars worth 
of landscaping, it is a lushly 
dramatic apartment project that 
was full the day it opened 
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Called The Meadows, this 
project is the third outstandingly 
successful collaboration between 
the investor, Ring Brothers, and 
the architect, Kamnitzer/ Marks 
& Partners. (Another is shown 
in H&H, March, on p. 100.) 

The main ingredient of suc- 
cess in all of the projects has 
been environment, and the pic- 
tures here show features that 
have become virtually a trade- 
mark for Ring apartments: an 
entrance that includes a water- 
fall (top of facing page), foli- 
age so dense that it adds a feel- 
ing of priva specially on the 
bottom floors (bottom of facing 
page), and a big central pool 
area (above) that is the visual 
as well as the recreational center 
of the project. In addition, The 
Meadows has second and third- 
story walkways (right) that 
connect many of the buildings; 
they give the sensation of walk- 
ing through the treetops. 
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Here's proof 
that California 
transplants 
can flourish 
east of 

the Rockies 


The project at left is in Mill Val- 
ley, and it typifies good northern 
California design: strong forms, 
imaginative use of wood, and a 
close relationship between houses 
and sites, 

The project at right also typi- 
fies good northern California de- 
sign, but it happens to be in Sims- 
bury, Conn. Called Heritage 
Apartments, it is the work of the 
same builder (Paparazzo Devel- 
opment Corp.) and the same ar- 
chitect (Charles Warren Callister 
of Tiburon, Calif.) as the now- 
famous Heritage Village (H&H, 
Apr. '67). And the pattern of 
success is the same: Heritage 
Apartments, although not quite 
finished, is just about rented out, 
while the Heritage Village condo- 
miniums are selling so fast that the 
company's 500-unit-a-year pro- 
duction can't keep up. 


Trillium Lane (left) is a proj- 
ect of 30 custom houses that 
average about $41,000 in price. 
Developers were Leslie Smith 
(who also did some of the 
planning), Robert Antonioli 
and Fred DeCook. The archi- 
tects, John O'Brien and Leslie 
Smith, are alumni of Charles 
Warren Callister's office. 


Heritage Apartments (right) is 
a 121-unit project with rentals 
ranging from $205 to $350. 


design file 


Northern California 
and the tradition 
of wood design 


Southern California, whence comes most of the 
housing on the preceding pages, doesn't really 
have an architecture of its own, its design 
motifs are derived chiefly from early Spanish 
and ranch buildings. 
But northern California does have an architect- 
ture, eclectic in form but consistent in its use 
of wood as a dominant design element. Pages 124 and 
125 showed that this architecture is as much at home 
on a New England hillside as in a California forest; 
here and on the next four pages you'll see 
how well it adapts to a wide variety of buildings. 
All but one of these (p. 131) were designed by Charles 
Warren Callister, perhaps the best known of 
northern California's residential architects. 


The richness of Victorian architecture 
is suggested in this six-unit apartment 
by the individual mansard dormers on the top 
floor and by the wealth of ornamentation 

on cornices and porches (left and top right). 
But a closer look at the photos reveals 

that this appearance of richness is actually 
created by a very simple system of detailing. 
Heavy fascias and rakes are treated with 
plain shingle molding; posts are built up 

with recessed edges and given "capitals" 

of rectangular blocks. And this detailing 
stands out all the more strongly against the 
quiet background of cedar-shingle siding. 
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This two-building apartment project is 
roughly the same size (seven units) 

as the one on the preceding page 

but totally different in feeling. Here 
there is less emphasis on texture; 

the vertical boards create strong, 
smooth vertical planes of varying sizes 
and shapes. The two roof sections are 
heavy and homogenous; the small 
dormers break them up but do not 
interrupt their feeling of mass. 

Trim is almost ridiculously simple 
(photo, right), and cornices are 
nothing more than shingled soffits. 


DESIGN FILE continued 


:n Callister's own 
house, and it illustrates very well 
the broad scope of northern 
California design. The basic 
elements ern colonial—the 
gambrel roof and board-and-batten 
siding. But between the unpainted 
wood and the square trim, the 
overall effect is a house that 
would be equally at home in 
Massachusetts or alongside the 
two homes shown below and on 

acing page. 


ilip L. Molten 


The shape of this house is about 
as basic as you can get: a 
series of two-story rectangles 
topped by gable roofs with 
deep overhangs. What keeps it 
from being just another sort-of- 
contemporary is the cohesive 
effect gained by using shingles 
everywhere—-roof, side walls, 
and especially on chimneys 
where they add a strong three- 
dimensional element. Note the 
interesting overhang brackets 
in the photo above. 
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The Great Indoors: 

Second in the PPG ad program 
expanding the use of glass 
and featuring new-home ideas 
hat help you sell. 


PPG ads are appearing in all double-page spreads selling the let "Open House USA,” packed 
ese magazines: American concept of glass in association with new design ideas. For your 
ome, House Beautiful, House with new and remodeled homes, free copy, write: Open House, 

bh Garden, Sunset, Better Homes and hard-hitting single-product PPG Industries, HH-59, One 

k Gardens, Reader's Digest. advertisements. Each ad offers Gateway Center, Pittsburgh, 

They're a combination of our new 56-page full-color book- Pa. 15222. 


New glass ideas to stimulate 
consumer interest in the home. 
This ad runs May, June, July. 


Let PPG Glass 
give you 
an open house. 


Windows can insulate elegantly. 
Colonial windows are more practical now, 
with PPG Twindow? insulating glass. 
Twindow is two pieces of glass with a 
slice of dry air sealed in between at the 
factory. Twindow looks like an ordinary 
window, but does extraordinary things— 
like providing many of the insulation 
benefits of a storm window. Reducing 
downdrafts. And keeping your home 
warmer to cut fuel bills. Twindow gives 
you colonial charm with modern 
convenience. 


Patio doors open a house safely. In this 
southwestern home, glass patio doors 
bring in the wide-open spaces. PPG 
Herculite® K is the recommended glass for 
sliding glass doors. This tempered safety 
glass takes terrific impact. And if it ever 
breaks, it won't shatter into large danger- 
ous pieces. It crumbles into small frag- 
ments. Leisure living in a see-through 
house can be worry free with PPG Safety 
Glass. ..Herculite K. 


What makes the indoors so great? 
The outdoors, naturally. And 
bringing the outdoors in is where 
glass comes in. Glass opens your 
house. Interior decorating suddenly 
becomes interior-exterior decorat- 
ing—you almost find yourself 
considering how well a carpet will 
go with the backyard ...or if a tree 
will harmonize with the living room 
draperies. Rooms become a part of 
the total landscape, where sliding 


glass doors can lead to private 
enclosed courts off the bathroom 
or bedroom or kitchen. And where 
living goes beyond the walls. 
Pretty. Great. And very practical. 
Today's new glass gives you 
safety, weatherbeating insulation, 
plus reduced fuel bills. Glass, the 
beautiful bargain. 

Here, on these pages, are just a 
few of the new glass ideas from 


today's homes. For hundreds more: 


Homes featured in photographs were built by 
Franklin B. Wimer, Dell Trailor Construction Company, Rutenberg Homes, and Deane Brothers 


great indoors 


Send for ''Open House USA.” 
PPG's new, 56-page full-color 
book will show you how glass 
can make your next home or 
remodeling plan work to let 
you live inside; out. Dozens of 
decorating ideas, too. Write: 
Open House, PPG Industries, 
Dept. S-79, One Gateway 
Center, Pittsburgh, Pa. 15222. 
Include 25¢ for handling. 


PPG is Chemicals, Minerals, 
Fiber Glass, Paints and Glass. 
So far. 


ees 


Private courts brighten bedrooms. Here, 
sliding doors open on a private enclosed 
court to add an indoor-outdoor touch to a 
bedroom. And when the doors have PPG 
Herculite K Safety Glass, even sleep- 
walkers are safe. Sliding glass doors open 
to leisure living wherever they're used. 
For expansive screen porches or open 
patios and pools. With this kind of glass, 
the buyer need not compromise when it 
comes to gracious living. 


New sliding mirrored wardrobe doors. 
Rooms seem to double in size, dull walls 
become motion pictures. The trick is 
done with sliding door mirrors. Because 
of their exceptional clarity, PPG High- 
Fidelity? mirrors have long been used by 
professional interior decorators to add 
depth and dimension to a room, and create 
spaciousness. Mirrors reflect your good 
taste when used in hallways, living areas, 
bedrooms—even kitchens. High-Fidelity 
mirrors are essential to making a house 
really open. 


INDUSTRIES 


PPG seals a slice of i 
nice dry air into every panes 
of Twindow insulating £3 
glass. That's what keeps 
the cold out. 


(And says goodbye to storm windows) 


UM. 


PPG 7window* is two panes of 
glass welded together with a slice 
of dry air in between. The air keeps 
you and the cold apart. It also 
means no leaks and reduced con- 
densation. No storm windows to 
put up or take down or wash. Just 
lots of lovely warmth. And, if this 
isn't enough, Twindow saves so 
much money in heating bills that it 
can pay for itself. Definitely worth 
asking your builder for. Or write 

for the free Twindow book: 

PPG Industries, Dept. AH-4, One 
Gateway Center, Pittsburgh, Pa. 
15222. Remember the name. PPG 
Twindow. 


Plywood Construction Guide 


{or restora QN] ror có wood Aon 


Plywood Construction Guide for Resi- 
dential Building. Explains types, grades, 
applications for plywood under the new 
Standard. Diagrams showing wall, roof 
and floor construction methods. Grade- 
use guides. Suggestions for applying 
and finishing plywood paneling. 

Circle 31 on Reader Service Card 


How to Buy and Specify Plywood Under 
New Product Standard PS 1-66. Facts 
on how new Plywood Standard makes 
buying and ordering easier. Details on 
Identification Index. Grade-use guides 
and span tables for decking, subfloor- 
ing and sheathing. 

Circle 32 on Reader Service Card 


Pocket Guide to Plywood Grades Under 
PS 1-66. Compact booklet has key defi- 
nitions, species classification, veneer 
grades, basic grade charts. Facts on 
Identification Index. Span tables for roof 
sheathing and subflooring. 

Circle 33 on Reader Service Card 
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To get free copies, just circle numbers on Reader Service Card at back of book. 


The Add-A-Room Modernizer's Operat- 
ing Manual. Basic details on the re- 
modeling business. Facts on market 
trends, guides for promotional pro- 
grams, finding prospects, effective sales 
presentations. (Enclosure tells how to 
get merchandising kit, plans for two 
room additions.) 

Circle 34 on Reader Service Card 


Plywood in Apartments. Back in print 
and completely revised. 28-page book- 
let tells about advantages and efficien- 
cies of plywood in apartments. How to 
cut on-site costs with plywood subfloors, 
wall sheathing, roof decks. Includes 
span tables, grade-use guides. Recom- 
mended panel thicknesses and nail size 
combinations. Facts on applying ply- 
wood direct to studs. Dozens of ideas 
for siding. How to vary designs with 
curved panels, etc. Facts on insulating 
walls, floors, ceilings for noise control. 
Fire-resistive construction. 

Circle 35 on Reader Service Card 


New 


literature 
on 


plywood 


Here are a dozen booklets on plywood—new products, 
building systems, guides to grades and uses. 


Finishing 
Suggestions 


Textured Plywood Portfolio. Latest pub- 
lication on textured plywood. Beautiful 
full-color photographs show the many 
new varieties, patterns and species. 
Suggestions for dozens of exterior and 
interior applications. Ideas for paneling, 
siding, redecorating or remodeling; for 
office buildings, apartments and restau- 
rants. Application and finishing sugges- 
tions; brand names, list of manufacturers. 
Circle 36 on Reader Service Card 


(Continued on next page) 
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New 


literature 
on 


plywood 


(Continued) 


Guide to plywood sheathing 
for floors, walls and roofs 


Guide to Plywood Sheathing for Floors, 
Walls and Roofs. Diagrams, photos show 
uses, advantages of plywood sheathing. 
Facts on diaphragm construction, spe- 
cial floor systems (including plywood 
and plastic foam over concrete). Grade- 
use guides, load-span charts; sound 
control and fire resistant construction 
systems. 


Circle 37 on Reader Service Card 


Guide to Plywood Underlayment. Illus- 
trated step-by-step directions for ply- 
wood underlayment installation. Recom- 
mended fastener sizes and maximum 
support spacings for various plywood 
thicknesses. Data on new tongue-and- 
groove underlayment. 


Circle 38 on Reader Service Card 


Texture 1-11, MDO and Rough Sawn 
Siding Data Sheets list uses and advant- 
ages, specifications, technical data 
(structural properties, thermal insula- 
tion, etc.), and finishing recommenda- 
tions. Also diagrammed application 
instructions. 


Circle 39 on Reader Service Card Circle 41 on Reader Service Card 
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To get free copies, just circle numbers on Reader Service Card at back of book. 


Plywood Roof Sheathing Cost Study. 
TAMAP (Time and Methods Analysis 
Program) research results show how 
builders can cut costs with plywood 
sheathing. Includes preplanning sched- 
ules; methods to improve labor effi- 
ciency; ways to cut handling costs and 
fastening, cutting and layout time. Infor- 
mative charts, diagrams, photos and 
examples explain planning and cutting 
schedules. Recommended list of tools 
and equipment. 

Circle 40 on Reader Service Card 
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Second homes for leisure living 


Second Homes for Leisure Living. 48- 
page color booklet has drawings and 
floor plans for 24 vacation and year- 
round leisure homes — from A-frame 
cabins and mountain chalets to Cape 
Cod style cottages. Also ideal for re- 
tirement. Book tells how to get complete 
plans with lists of all materials needed. 
Some plans come with photographs of 
unit under construction to simplify the 
building job. Excellent idea book for 
your customers. 


Mte. em 


A guide to distinctive plywood sidings 


Presented by the American Plywood Association 


A Guide to Distinctive Plywood Sidings. 
Full-color 24-page booklet illustrates 
uses and installation of plywood sidings. 
Facts on insulation values, strength 
and durability. Useful table on plywood 
finishes, types, uses and basic char- 
acteristics. 

Circle 42 on Reader Service Card 


For more information about plywood and 
other plywood publications, write Amer- 
ican Plywood Association, Dept. H, 
1119 A Street, Tacoma, Washington 
98401. Or get in touch with one of our 
60 field service representatives. Re- 
gional offices: Atlanta, Chicago, Dallas, 
Detroit, Los Angeles, Minneapolis, New 
York City, San Francisco, Tacoma, 


Washington, D. C. 


AMERICAN PLYWOOD ASSOCIATION 
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If the idea of 


FAN FORCED 
primary electric 


heating turns you off... 
try turning this one on. 


The first thing you'll notice is 
no noise, no draft. We do it with 
an uncommonly low-rpm fan 
and a diffuser grill. Convection 
takes it from there. Now here 
are the basics: Each Trim Heat 
unit is a self contained plant 
generating from 1000 to 2400 
watts. You can field-convert to 
the wattage you require in a 
This is it, just a handful. few seconds. Use one Trim- 
Heat unit or more according to area. We make them in 120 and 240 volt 
models, with built-in or wall thermostats, and a unique flex-a-box 
housing that makes rough-in and installation a snap. Once installed, 
all you see is a simple 15" x 8" grill. From initial cost to installation this 
isthe lowest cost primary electric heat system you can use. And you can 
forget about callbacks. Ideal for high rise construction and remodeling. 
Great for bathrooms, family rooms, basements, other secondary heat- 
ing uses. Get the full story from Berns Air King Corp., 3050 N. Rockwell, 
Chicago, III. 60618. 


Booth 37 


trim heat Lae 
electric wall heaters 


a new concept in primary electric heat 


Circle 127 on Reader Service card 
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Several builder management counselling services are 
extra benefits you can get as a customer of Whirlpool Corpo- 
ration. The following confidential services from the well- 
known consulting firms of W. R. Smolkin & Associates and 
Smolkin-Siegel Corporation are available through your 
Whirlpool distributor. 


Accountrol* is a computerized accounting system which 
provides you with cost analyses on your building project 
... It's fast and accurate. 


Minirisk" is a computerized system for cash flow analysis. It 
forecasts your cash needs for up to 52 weeks. 


Builder Counselling can be provided confidentially in 
such areas as land use, product design, marketing and 
management. 


You benefit from the following services by keeping your 
customers satisfied. They are examples of the extra customer 
care you can count on after the sale. 


A simple warranty letter which contains no small print what- 
ever spells out the warranty protection in a way customers 
understand and like. 


A 24-hour ‘‘coolline’’ phone number is included in operating 
literature and in the warranty letter. By calling it, your cus- 


tomer can get in touch with us day or night for information 
or assistance. 


Nationwide Tech-Care service eliminates the worry of who 
services Whirlpool appliances if they should ever need it. 


Warranty Service Central enables your customers to get 
the warranty protection specified. Whirlpool pays any 
authorized repair service organization its regular rates for 
performing warranty labor. 


Parts availability is a plus when you install Whirlpool ap- 
pliances. We currently have over 40,000,000 parts in our 


14-acre warehouse at La Porte, Indiana. *Tmk. 
= 


7 FULL-LINE S 
CONCEPT All this on a complete line of 


© WHIRLPOOL CORPORATION. 1965 quality appliances! You can 
buy them from one source, sign one order, get delivery and 
responsibility from one company. Talk to your Whirlpool 
distributor. : 


Whirlpool 


ORPORATION 


MAY 1969 


Circle 128 on Reader Service card 157 


i Erea 
mm | » 
Tene T | Tr 


MED IN Tie try 
Lm 
F- aid ia 


B E-—1 


SB) saat IL Dom I 


Using red cedar handsplit shakes 
is a beautiful way to protect your 
shopping center investment. 


er 
e for successful bus- 


commercial exterior 
dsplit shakes makes 
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Red Cedar Shingle & Handsplit Shake Bureau 
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TECHNOLOGY 


GLASS CURTAIN WALL used in two-story office building, below, was assembled with stock-size vinyl- 
clad window units: 3’x4’ fixed sash, 4'x6' fixed sash and right- and left-hand-opening casements. 
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CURTAIN WALL ENGINEERING combines 6'- 
high windows for vision, 3’-high opaque black 
spandrel glass for concealing structural members. 


A home-made curtain wall: You build it out of stock prehung windows 


Any light-commercial builder could bolt 
together glass walls like the one above by 
following the photo-and-drawing sequence 
shown below. And his regular crews could 
handle the whole job. 

Carpenters rather than curtain-wall me- 
chanics can assemble the wall because it is 
made of ordinary house windows. The 
stacked-up units are aligned and stiffened 
by two-story-high steel T-bars placed in- 
side the vertical mullions and anchored to 
floor and roof by steel angles. 


Vinyl-clad wood windows adapt easily to curtain-wall assembly .. . 


4.0" WINDOW | 4.O" WINDOW 
UNIT UNIT 
‘CAULIC 


1. Solid vinyl flange is trimmed 
from all four sides of window unit 
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2. Trim stops are removed and 
holes drilled 


The idea comes from Cerny Associates 
of St. Paul, Minn., which designed the wall 
for a county office building and says it is 
competitive with metal-framed curtain-wall 
systems. 

Cerny chose a low-maintenance window 
for the job, vinyl-clad wood casement and 
fixed-sash units from Andersen Corp. Two 
modifications made the adaptation pos- 
sible: 1) the jobber planed 94?" from all 
jambs to allow for the %«”-thick steel T-bar 
and 2) the builder, Adolfson & Peterson of 


Minneapolis, trimmed off the vinyl flange 
(photos below) which is provided for fast- 
ening and flashing in residential work but 
would have prevented the units from butt- 
ing snugly when used in the curtain-wall 
application. 

Two kinds of glazing—gray-tinted insu- 
lating glass in the 6'-high fixed-sash units 
and opaque black glass in 3’x4’ spandrel 
units—add glamor to the wall, And a 4' to 
12’ overhang on precast columns (drawing 
above) protects it. 
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3. Recessed nuts and bolts con- 
nect jambs to each other and to 
so frames will butt together tightly. ¥2"x2” assembly bolts. S4g"-thick vertical steel T-bar. 


4. Beads of white butyl caulking 
seal and finish butt joints between 
subassembled windows. 
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In just one day six men installed this roof deck 
and finished ceiling on bulb-T framing, complete 
and ready for built-up gravel roof. It covers the 
Ramada Inn's new pool in St. Louis, Missouri. 


Lt 


Kasy-ply Roof Decking 


cuts installation time and costs. 


Structures built with bulb-T systems are said to provide 
a proven roof deck support at minimum per square foot 
costs. Easy-ply Roof Decking is made to take advan- 
tage of bulb-T design technology. It is shaped to “drop” 
in place without clips or fasteners. After the Easy-ply 
panels are in place on the framing, the joints are simply 
grouted, like tile, and the deck is ready for roofing. 


Easy-ply Roof Decking for bulb-T application is 
available in a choice of thickness and sizes with T&G 
or squared ends. The panels are structural weatherproof 
insulation, moisture resistant, protected against ter- 
mites, rot and fungi. Vapor barrier and decorative, 
maintenance-free film finishes are available for exposed 
ceilings, to provide attractive, finished interiors. 


See your building materials dealer, or write direct to Homasote, Dept. HH59. 


Bee OMASOTC Company menam 
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FIRST on the 
market... and 
stillthe BEST! 


"Hi-RED? 


PLASTIC 
SCREW ANCHORS 


27 SIZES 


FOR NO. 4 
SCREWS 
THRU 

1/2" 

LAG 


Collarless 
Anchors 
for Flush 
Mountings 

... Terrific 
Holding Power 
in Any Solid 
Material. 


These “all-purpose,” low-cost 
anchors permanently hold screws 
in any material you can drill—hold 
up to 2 tons. Take small holes. 
Use indoors or outdoors. Try ‘em! 


MILLIONS IN USE! 


BUY ‘EM IN 
HANDY KITS... 
OR CARTONS. 


Kits include an- 
chors, screws, 
masonry drill. 


WRITE FOR 


FREE SAMPLES 


HOLUB INDUSTRIES, Inc. 


421 ELM ST.* SYCAMORE, ILL. 60178 
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SNOW-COVERED HEAT PUMPS serve New York apartments; screen hides units from adjacent building. 


Heat pumps in the north— 
an upgraded product starts proving itself 


Southern builders have used heat pumps 
for 30 years. But northern builders have 
generally shunned the heat pump because 
of its bad performance record in cold 
weather. 

Now the picture is changing. For ex- 
ample, heat-pump installations increased 
66% in the New York City area last year 
and 5045 in Portland, Ore. They now ac- 
count for a small but significant share of 
the electric-heating market in both of those 
areas—7% in New York, 4% in Portland. 

Why are northern builders changing their 
minds about heat pumps? Because manu- 
facturers have upgraded them to meet cold- 
weather specifications and to overcome 
chronic complaints. 

Acceptance of heat pumps hit rock- 
bottom four years ago when the U.S. De- 
partment of Defense banned them in new 
military housing. Reason: Defense Depart- 
ment records showed heat-pump compres- 
sors had a 30% failure rate. 


Em 2v 
CHECK VALVE ZE LIQUID-VAPOR CHECK VALVE 


CO varor 
CONVENTIONAL HEAT PUMP doesn’t protect 


compressor from refrigerant, which could surge 
into compressor during sudden pressure change. 


Most of the failures occurred during the 
defrost cycle, when the pump reverses and 
sends warm refrigerant through the unit’s 
outside section to melt accumulated ice. 
The reversal would cause a sudden pres- 
sure change which could send the refriger- 
ant liquid surging into the compressor 
where it would either wash out the com- 
pressor-motor lubricant or jam the com- 
pressor cylinders. 

Manufacturers tackled the problem in 
several ways. General Electric made 87 
changes to beef up its compressor. Fedders 
designed a new system for controlling re- 
frigerant flow. 

Westinghouse introduced the *Hi-Re-Li" 
system (drawings below), which insures 
that only vapor can reach the compressor. 
An accumulator/heat exchanger stores ex- 
cess refrigerant and separates the liquid 
from the liquid/vapor mixture that comes 
from the evaporator. At the same time, a 
new flow-control device holds down oper- 


IMPROVED HEAT PUMP, Westinghouse Hi-Re- 
Li, allows only vapor to reach compressor, Sub- 
cooling control valve meters refrigerant flow. 


continued on p. 166 
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que — | 
building costs? 


With Float-Away you 
can save a buck. 


You know what's happening to building materials 
costs. They're skyrocketing! Not so with Float-Away. 
Now you can actually save up to 3096 when you buy 
Float-Away metal bi-fold closet doors. Yet they're 
still the finest closet systems at any price. Float-Away 
gives you a choice of five decorator styles—ease of 
installation—sizes to fit any opening—and prompt 
availability. Always. It's a good time, too, to introduce 
yourself to Float-a-Just shelves, Float-Away's complete 
line of metal shelving. Tops in durability. Yet they 
haven't gone up a penny! 


So, whether yov're building a home or a high rise, a 
manufactured home or an urban renewal project, why 
not save yourself a buck? With Float-Away. For further 


You bet l'd like to save a buck! Send me 
complete details on Float-Away metal bi- 
fold closet doors and Float-a-Just shelves 


r 
l 
I 
l 
l 
[ 
| 
l 
l . 
information, fill out the coupon below and return - right away. 
today to: : 
I 
I Name 
l 
R) : Company 
FLOAT-AWAY | 
Address, 
COMPLETE CLOSET SYSTEMS y = Je 
Department HH-16, 1123 Zonolite Road, N. E., Atlanta, Ga. 30306 | t 
Phone (404) 875-7986 (ASR ee 
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Help her keep 
her new 
home new... 


Build in 
her cleaning! 


With a VACUFLO Built-In Cleaning System she'll be able to 
vacuum everywhere in her home including the garage and base- 
ment, without lugging anything around except a four pound hose 
She'll like that. 

Air is exhausted outside, not recirculated in the home 
VACUFLO will help cut down on dusting; prolong the life of 
carpeting and keep her home looking newer, longer 

Costs no more than any other major appliance. The VACUFLO 
installers won't be in your way long .. . less than a day 


VACUFLO DIVISION, H-P PRODUCTS, INC., Louisville, Ohio 44641 


It sounds worth discussing . . . let's! 
Firm 


Address 


City 


Telephone Area Code 


Gia VACUFLO 


The pioneer built-in cleaning system 
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ating pressures and temperatures. 

The redesigned heat pumps are not only 
more reliable, but cost less to run because 
they are effective over a wider temperature 
range. This means less operating time for 
the supplementary resistance-heating equip- 
ment built into heat pumps to help carry 
cold-weather loads, 

Electric utility companies are one of the 
heat pump's strongest promoters. But their 
success is limited to areas where electricity 
rates are low enough to compete with other 
fuels. 

Local fuel rates are important because 
heat pumps aren’t cheap, either to install or 
to operate. In the New York City area it 
costs about $3,130 to install a heat-pump 


| heating/cooling system, compared with 


$3,160 for electric baseboard heaters with 
individual room air conditioners, and 
$2,900 for a gas-fired furnace with electric 
central air conditioning. Annual operating 
costs are typically $374 for the heat pump, 
$391 for baseboard heaters with room 
cooling units, and $301 for a gas-fired 
furnace with electric central cooling. 
Many northern builders say the up- 
graded heat pumps perform well in cold 
weather. Builder Tom DeCola installed 
them in his Wildwood Estates development 
just west of Minneapolis, where the annual 


| temperature range is —20° to 105°. DeCola 


makes a selling point of "climate condi- 
tioning"—his term for central heating and 
air conditioning. Builder David Bogdanoff, 
who has installed 102 heat pumps so far at 
his Jefferson Village condominium apart- 
ment project in Yorktown, N.Y., reports 
"no problems" and plans to use the equip- 
ment for the entire project. 

But heat pumps haven't won over every- 
one. Even some utilities aren't convinced 
of their reliability. For example, New 
York's Consolidated Edison won't supply 
power unless the builder installs a fully re- 
dundant resistance-heating system—one 
that doesn't just take over part of the heat- 
ing load, but is capable of heating the en- 
tire house in 0° weather if the heat pump 
fails. 

And not all builder-users are satisfied. A 
case in point is Nathan Kurzrock, who's 
been building in the New York area for 20 
years. He installed heat pumps at his High 
Gate Homes development in Irvington, 
N.Y., in more than fifty $50,000-plus cus- 
tom houses. But Kurzrock's next project 
will have straight resistance heating and 
separate cooling. His reasons: Although the 
heat-pump compressors are reliable, 
smaller components like relays still fail, 
necessitating a service call which leads to 
still another problem—there are so few 
electricians and servicemen familiar with 
the new equipment that proper installation 
and dependable repairs are hard to get. 
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Paul E. Belcher Apartments, 400 Locust St., Akron, Ohio 


Says the Executive Director, Akron Metropolitan Housing Author- 
ity: "The Maytag Equipment Route Operator's total operation 
approach to self-service laundry facilities for our Paul E. Belcher 
Apartments was equally important. We got plans that were com- 
plete right down to layout, color schemes, and lighting." 


Built by the Akron Metropolitan Housing Authority 
with the help of Federal funds, the Paul E. Belcher 
Apartments were designed to provide attractive homes 
at reasonable rentals for older people. 

This handsome 12-story building has every conven- 
ience, including a beautiful lounge, activity rooms, a 
complete clinic for visiting doctors and nurses, and a 
self-service laundry on every other floor, equipped with 
Maytag Washers and Dryers. 

Why Maytag? Reports Mr. Saferstein: “We were 
pleased with the trouble-free performance of Maytags 


Dependability isn't the only reason 
Mr. Jack Saferstein picked Maytags. 


| ES kia p» 


Mr. Jack Saferstein, Executive Director, 
Akron Metropolitan Housing Authority. 


did more than install machines, they provided complete 
plans including layout, color schemes, and lighting." 

Of course, we can't promise that all Maytags will 
equal the record Mr. Saferstein has reported. But de- 
pendability is what we aim to build into every Maytag. 

Find out what Maytag dependability and the "total 
operation" concept can do for you. Contact your local 
Maytag Equipment Route Operator or fill in and mail 
the coupon now. 


in another of the Authoritys projects, the 219-unit Dm. 007—010 - CIII I T 
Norton Homes. Here, 18 Maytags have So | The Maytag Company | 
been averaging 5 loads a day for a 2 | Advertising Dept. HH-5, Newton, lowa 50208 | 
year and a half.” er | , ; | 
TOTEM m re me mem | Send me complete information about the dependable new | 
selected, according o ME Safer- EM | Maytag Commercial Washers with exclusive Dial-A-Fabric. | 
stein, is the Route Operator's “total ee | 
operation” planning service: “they | ris === SSS SS E 
| Address... — IÍl—— z | 

| | 

| City. State. | 

THE DEPENDABILITY PEOPLE = Zip Code Phone. 

E LS E 
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AUTOMATIC GARAGE Door OPENER SYSTEM BY ALLIANCE 


THE SALES CLOSER 


ALtias f 


“æ GENIE 


THE EXTRA TOUCH THAT CLOSES HOME SALES FASTER! 
Conie! Instantly recognized for quality by new home prospects. 
Genie! Pre-sold through national advertising and local promotion. 


Conie! Backed by a nation-wide network of reliable dealer service 
outlets. 


Genie! Performance-proved by satisfied users everywhere. 


Call your local dealer or write today and find out how the Genie 
Automatic Garage Door Opener System by Alli- 

ance program can help you sell more homes! 

Genie — "The Garage Door Picker Upper!" 

Opens the garage door... turns on the light 

... closes the door... then locks up tight. 


See our exhibit at the PCBC Booth—#119-120 
The ALLIAN CE Manufacturing Co., Inc. 
A North American Philips Company Alliance, Ohio 44601 HH-5 
Maker of the famous Antenna Rotator... Alliance Tenna-Rotor” 
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seamless 


Scrubless 


ranae? 6, 
Clinch the sale in the bathroom! 


U/R Fiberglass Freedom Fixtures—the Scrubless Tub 
and the Seamless Wal!l—turn lookers into buyers at y t 
The Four Freedoms your buyers enjoy 
with U/R fiberglass fixtures: 


g. No dr 


FIBERGLASS 
FREEDOM FIXTURES 


A 
A 


Universal-Rundle 
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Today, one of the first things home buyers look for in a 
home is the amount of security and protection it offers. 
And that’s where the Schlage Lock Company comes in. 
Schlage plans to give your sales program a great big 
boost. How? With full page ads in Life Magazine, Better 
Homes & Gardens, American Home, House & Garden 
and Sunset Magazine—an advertising schedule that will 
reach over 100 million readers. 

The first ad will feature an interesting new idea con- 
ceived by the Schlage Lock Company as an integral part 
of the new look in security—a Schlage Security Closet. 
It's a dramatic demonstration of how Schlage and only 
Schlage can supply you with the most advanced security 
products to really help you sell your homes. 

A colorful booklet has been prepared for you to use 


SCHLAGE 


LOCK COMPANY 
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toyour 1969 
Sales Program! 


as a sales tool. It tells your potential buyers how the 
homes you offer can give them the kind of security and 
peace of mind they really want. With Schlage security 
products, of course. 

But that's just the beginning. Schlage is also planning 
an array of promotional materials to help boost your 
sales. Just to name a few—easel cards, window banners, 
string tags to hang on lock mounts, magazine ad re- 
prints, ad mats and blueprints and instructions on how 
to build a Schlage Security Closet. 

A lot of interest will be stimulated by Schlage's new 
security program. So why not add more interest and 
life to your sales program. With Schlage. For further 
information, see your Schlage Lock Company repre- 
sentative or distributor today. 


San Francisco—Vancouver, B.C. 
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For more information, circle indicated 
number on Reader Service card p. 189 
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LUXURY TUB can be faced with marble, tiles or carpet, can be installed as a freestanding unit as shown 
here or recessed. Unit comes preplumbed (photo, below) and ready to install. 


WHIRLPOOL ACTION results from two built-in 
jet inlets diagonally opposite cach other. 


Even the Romans didn't have this: a bathtub with a built-in whirlpool 


Oval lavatory of vitreous china is 20"x30", comes in bone, aqua, blue, 
green, yellow, pink, beige and white. Fountain-like spout provides water 
at varying heights in a controlled arc, is splashless. American-Standard, 
New York City. Circle 201 on Reader Service card 


For those builders looking for 
the ultimate touch of luxury for 
the expensive home or apart- 
ment, here is a new prestige 
item: a bathtub that offers sen- 
suous—as well as medically 
beneficial—bathing. 

The fiberglass tub fits the 
same space as standard 5^ and 
6' tubs and needs no extra con- 
nections. The pump and motor 
will fit out of sight in a vanity, 
cabinet or closet. 

The system, which evolved 
from portable units designed 
some years ago for medical hy- 


Delta-shaped lavatory is ideal for narrow powder room counters 


drotherapy, incorporates a tub 
that was engineered specifically 
for water massage as well as 
luxury. Two recessed inlets pro- 
vide simultaneous massage to 
feet and shoulders, and there 
are extra overflow drains. The 
tub is 3" deeper than ordinary 
tubs, has a nonslip bottom and 
contoured back, 40% more 
body room and a built-in hand- 
rail, It comes in four colors— 
blue, avocado, gold and beige 
—plus white. Jacuzzi Research, 
Berkeley, Calif. Circle 200 on 
Reader Service card 


because it is 21” wide and only 13” front to back. It is self-rimming and 
made of vitreous china in blue, gold and avocado, plus four pastels. 
Kohler, Kohler, Wis. Circle 202 on Reader Service card 
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Homeowners with Bird 
Solid Vinyl Siding 


When you build with Bird Solid Vinyl, 
chances are you've got the start of 

a happy home. And a satisfied 
customer. Bird homeowners across 
the country appreciate the carefree, 
long-lasting beauty of Bird solid 
vinyl products. 


When you build with Bird Solid Vinyl, 
you're building business for your- 
self. Because this unique new mate- 
rial with its outstanding sales 
advantages, ease of installation, 
and growing consumer demand 

is big business. And it's getting 
bigger every day. 

Bird is keeping pace with this 
dynamic growth. By offering you the 
most complete line of solid vinyl 
building products in the industry. 
Like: 

Bird solid vinyl siding — Never 
needs paint. Beautiful, enduring, 


MAY 1969 


virtually maintenance-free. Won't 
dent, pit, rust or corrode like metal. 
Won't blister, rot, flake or peel like 
wood. In 8", double 4" and vertical. 
Choice of 3 colors, too. 


Bird solid vinyl soffits — The final 
touch for lasting beauty and protec- 
tion. Available perforated or plain. 
And the color is solid — all the way 
through solid vinyl — so they 

never need painting. 


Bird solid vinyl gutter systems — 
Again, no painting or replacement. 
No rusting, rotting or flaking like 
metal. And unlike wood or metal, 
they stand up to the worst beating 
from wind, water and ice. In 10’, 
16' and 21' lengths. 


Bird solid vinyl shutters — Long- 
lasting beauty. Simple installation 
with four color-matched screws. 
In all popular sizes and 3 colors 
to mix-match with siding. 

For more details on the Bird solid 
vinyl profit line, contact your 
nearest Bird representative or 
vinyl wholesale distributor. 


BIRD & SON, inc. 

Box HH5, East Walpole, Mass. 02032 
Please send more information on 
your sales-making program on 

vinyl products. Also send 

product data on: 


[] Bird Vinyl Siding 
O Bird Vinyl Gutter Systems 
Bird Vinyl Shutters 


Company Name 


Contact 


Address 


County 


Bird...... 


biggest solid vinyl 
product line in 
the business 
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Bryants new electric 
furnace isnt just a lot 
of hot air. 
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Fact is, this new warm air electric furnace has 
some pretty cool ideas built into it. 

Like the multi-speed blower that readily 
switches from heating to air conditioning. And 
the space provided right inside the furnace for a 
cooling coil when air conditioning is added. 

The 960, as it’s called, comes in three series 
that handle up to 2,3 and 5 tons of cooling re- 
spectively. And a range of 5 to 35 KW, or the 
equivalent of 17,000 to 119,000 Btuh. 

It features a staging operation that turns 
on the heat strip elements at various intervals.So 
when the furnace goes on, house lights won’t dim 
—because there's no sudden surge of electricity. 

Our new electric furnace is available for up- 
flow, counterflow and horizontal applications. In 
addition, it has the usual quietness and depend- 
ability found in all Bryant heating equipment: 
gas, oil and electric. 

Which means we've got what it takes to 
give you a warm feeling inside—whatever the 
local fuel situation. 

Bryant Air Conditioning Company, 7310 
W. Morris St., 


Indianapolis, The Great Indoors 


Indiana 46231. People | bryant} 
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start on p. 172 


Flooring 


Rectangular tiles, 3"x6", are 
ceramic with a smooth glaze for 
walls only (right) or a crackled 
glaze for walls, floors and coun- 
ters (above). Available in yellow, 
green, olive, orange, red, rust, 
brown and blue. Interpace, Los 
Angeles. 

Circle 226 on Reader Service card 


Quarry tiles now come in a 
deep chocolate brown as well as a 
selection of muted buffs, reds and 
grays. Tiles are 6"x6"x!2" can 
be used for lobbies, foyers, cor- 
ridors, kitchens, libraries, shops 
and schools. American Olean, 
Lansdale, Pa. 

Circle 227 on Reader service card 
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SOR 

Vinyl asbestos tiles have an 
interwoven and bordered pattern 
similar to parquetry and deeply 
embossed  graining. Tiles are 
12”x12”, can be laid in any di- 
rection, come in white, olive, 
chestnut, rosewood and walnut. 
Amtico, Trenton, N.J. 

Circle 228 on Reader Service card 


Sheet vinyl looks like ceramic 
tiles, irregularly shaped and ar- 
ranged at random in contrasting 
mortar. Colors include green, blue 
and two beiges. A moisture-proof 
backing permits installation on any 
grade level. Armstrong, Lancaster, 
Pa. 
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Vinyl tiles, 12"x12", 


have colorful chips floating in clear vinyl against 


Mes. 


Cushioned vinyl has a marble- 
like veining, comes in five colors: 
gold, beige and white 
with metallic gold. Asbestos back- 
ing allows installation on any 
grade. The product comes in 6' 
widths. Congoleum Industries, 
Kearny, N.J. 
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light background. Six colors include gold, red and green, plus mixtures 
of gray, beige, blue and green with white. Robbins Products, Tuscum- 
bia, Ala. Circle 223 on Reader Service card 
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VARIETY IN STYLES 
AND FINISHES 


ict) 


UNITED CABINET CORPORATION 


KITCHEN CABINETS 
GIVE INDIVIDUALITY 
TO YOUR HOMES 


> 


SHERWOOD CHARACTER PECAN* 


CHARACTER PATINA ™ FRENCH PROVINCIAL CONTEMPORARY 


Brings the beauty of fine furniture to the kitchen 


And to glamorize AristOKraft eye-catching vanities add prac- FROM FACTORY WAREHOUSE 


tical luxury. In a variety of styles and fin- 
: another ishes. Modular units combine for custom NEAR YOU FOR FASTER SERVICE Laboratory Tested 
important room — jnctalianons TO MEET INSTALLATION DATES and Certified by the 
s. ational Kitchen 
Cabinet Association 
—— .. [iii iiiiiiiiiiiiiiiiĖiiĮiĖiĖįiĵiŘiÁ - 
Mail this coupon for nearest distributor address I 
and information on complete line. 
| 
NEME —————— l 
l 
CONDIT Ses osuere aere ern ot one: tin ern eraot ota 56. 6d aaia ea EA | 
| 
NEUEM E o-oo A E edi a e ste vis uio areata arene l 
l 
City ——— State ...... eese Zip. us save | 
; l 
Mail to: UNITED CABINET CORPORATION l 
DEPT. H P.O. BOX 420 JASPER, INDIANA 47546 | 
————Ó ee OS J 
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Exteriors 


The economy of Compotite waterproofing can result 
in a desirable fully tiled shower area at no more 
than the expense of a tub or open-base receptor. 


grooved panel, solid or ventilated, 
| that comes in 10° lengths, drip cap and 1⁄4” J-channel in 12'6" lengths 
and fascia in 10’ lengths. Currently available in white. Mastic, South 
Bend, Ind. Circle 216 on Reader Service card 


Compotite 


Shower Pan 


P.O. Box 2i 


, Los Angeles, Caii 


Wood fiber siding now comes in a reverse batten pattern. Panels are 
4'x8' and 4'x9' with a 144” groove on 12" centers, have shiplap edges. 
Siding is preprimed, resists dents, has roughsawn surface. Masonite, 
Chicago. Circle 217 on Reader Service card 


XE We. 


Fountains by RAIN J 


Thousands of crystal-like droplets capture the color and bril- | 
liance of underwater lighting and become a shower of 
diamonds. Thousands in use in homes, industrial and office 
buildings, banks, restaurants, stores and motels as well as 
gardens and parks. Patented. 


Complete fountain, including 3-ft. bowl, recirculating 
aquavator and underwater lighting from $199.50. Other size 
bowls to 8-ft. No plumbing needed. Just provide electrical 
connection and fill bowl with water. Send for free full-color split wood but won't buckle, rot, split, warp or burn. Colors—red, beige, 
literature...or for full-color 3-D Viewer ($2.00). green, gold, avocado, gray and brown—carry ten-year warranty. U.S. 


Gypsum, Chicago. Circle 218 on Reader Service card 
Division of RAIN JET CORP., Dept. HH-31 
301 S. Flower St., Box 868, Burbank, Calif. 91503 
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Carrier Air Conditioning Company 
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First really new 
electrical 
convenience 
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Electrac 
by Kirsch 


Operates draperies electromagnetically. 
No cords, wheels, gears or separate motors. 


Electrac is the best thing that’s happened for builders 

since built-in kitchen appliances. When she holds the switch 

and watches the draperies silently glide open, it's the 

finishing touch that can help you close more new home sales. 
You can have Electrac wiring built-in, or sets can be plugged 

into existing outlets, for any expanse of window. And fora 

cost that’s much less than you might guess. For full information, 

write Kirsch Electrac, Dept.BW-569, Sturgis, Michigan 49091. 


*Hidden from view, this power capsule glides along the inside 
rear of an Electrac rod, operating draperies as it goes. 
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NEW PRODUCTS 


start on p. 172 


Exteriors 


Fungus-resistant roofing carries ten-year guarantee. White roofs 
won't turn black from fungus stains (top photo), will retain heat re- 
flecting properties. Fungicide is fired on the ceramic coating. 3M, St. 


Paul, Minn. Circle 219 on Reader Service card 


Textured siding of stone on 
plywood now comes with larger 
stones. Siding can be nailed, sawn, 
used indoors or out, is lightweight 
and available in two rock sizes, 
six colors and panels of 4’x8’, 
4'x9' and 4'x10'. Sanspray, New 
York City. 

Circle 220 on Reader Service card 


Vinyl-coated 


with fiberglass and asbestos. 
Curved edge details produce free- 
flowing shadow lines, emphasized 
by the shingles thickness and 
heavy surface granules. Shingles 
are self-sealing. Johns-Manville, 
New York City. 
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iding, now in avocado and gold as well as white and 
tan. It resists fading, needs little maintenance, may be repainted, carries 
10-year guarantee against blistering, cracking or peeling. Boise Cascade, 
Boise, Idaho. Circle 222 on Reader Service card 


New products continued on p. 191 
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NEW PRODUCTS 


start on p. 172 


Tools & equipment 


Fork-lift truck is one of a new ten-model line with capacities of 
3,000 to 6,000 Ibs., solid or pneumatic tires. New features: adjustable 
contoured seats, self-lubricating wheel bearings. Towmotor, Cleveland, 


Flip-top door over the top compartment on the service-maintenance 
body offers storage space for material 6’ to 9’ long. Two more locking 
compartments are built into each side of pickup truck. Pierce Auto Body 
Works, Appleton, Wis. Circle 230 on Reader Service card 


E 
Whes You Think FRAMING 
ANCHORS 


ALL PURPOSE 
FRAMING ANCHORS 


You can form this 
economical device 
into 6 configurations 
for stronger framing 
of roof, wall 

and floor 
construction. 


Isn't That Worth a Thought? 


Send for FREE catalog information on TECO's 
full line of labor saving fastening devices. 


TIMBER ENGINEERING COMPANY 


1619 Mass. Ave., N.W., Washington, D.C. 20036 


Circle 155 on Reader Service card 


Recirculating toilet has a lid 
that hermetically seals in odors, 
can not be flushed except when lid 
is closed, has 10% more flushing 
capacity than existing units. Fea- 
tures: built-in handles for easy 
portability, full-size seat. Amer- 
line, Chicago. 

Circle 231 on Reader Service card 
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Vandal-proof toilet of seam- 
less polyethylene, needs no ex- 
terior maintenance, resists im- 
pact and abrasion, comes in tan, 
green or gray. It weighs 200 Ibs., 
has 90-gal. tank, is 85" high, 44" 
square. Thompson Polyethylene 
Buildings, Santa Ana, Calif. 

Circle 232 on Reader service card 
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New, Needed... for Wood Decking | 
Cabots DECKING STAINS 


The popularity of wood decking, in demand now as never 
before for porches, sun decks, patios, etc., requires a finish 
both durable and decorative. Cabot's Decking Stains preserve, 
protect, and beautify wood surfaces under difficult conditions. 


© Economical: easy to apply © Surface weathers gracefully. 
and maintain, * Will not rub off or track off. 

© Resists cracking, peeling, © Alcohol and detergent resistont, 
blistering. © Suitable for all types of wood. 


colors: Bark Brown, SAMUEL CABOT INC. 

Smoke Gray, Chelsea 530 S. Terminal Trust Bldg., 

Gray, October Brown, sto n um i A a 
ease send color card and information 

VUE aber wa ta on Cabot's Decking Stains. 

dovan, Redwood, Black, 

and White. 
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CERAMALUX-... 
THE ANSWER TO 
A BUILDER'S PRAYER 


Beautiful floor, isn't it? It's CeramaLux, the pre-grouted ceramic 
mosaic floor tile. It saves you time . . . it's installed in one 

easy step and is ready for traffic as soon as the setting 

bed dries. CeramaLux sheets eliminate on-the-job grouting 
and clean-up procedures necessary with ordinary types of 
ceramic tile. Other finishing operations proceed at an 
accelerated pace. Add to this a variety of patterns, colors and 
designs (glazed and unglazed), and you have a ceramic tile 
product that will fit right into your building plans. You have to see 
it to appreciate it. Write to us for a sample and the name of 
your Romany-Spartan® Distributor, 


UNITED STATES Jaa 
CERAMIC TILE Mdh 


COMPANY EJ 


1375 d Rd., mud 
anton, PE SPARTAN 
ARD PARTAN 


192 Circle 157 on Reader Service card 


NEW PRODUCTS 


start on p, 172 


LL 


Pallet traile 


Tools & equipment 


BERE. 


1 6 X -— X ^ 
r will carry loads of up to 5,000 Ibs. behind small pickup 


=H 
" 


truck at highway speeds. It hydraulically lifts a pallet as large as 4'x12 


It can also be used for loose materials. Hawk Bilt, Vinton, Iowa. Circle 


233 on Reader Service card 


RA x^ 


Concrete form has a tough epoxy resin coat that releases cleanly, 


leaves a smooth surface (left) and does not need cleaning or oiling. The 
cushion-coated surface gives with blows, won't crack or chip. Boise 
Cascade, Boise, Idaho. Circle 234 on Reader Service card 


eom 
p. TUI 
Portable platform is a com- 
bination scaffold, ladder and hand 
truck, lets workmen reach up to 
12'. Made of aluminum, it will 
hold 1,000 Ibs., has lockable cast- 
ers, will fold up compactly, weighs 
only 60 lbs. American Mfg., Ta- 
coma, Wash. 

Circle 235 on Reader Service card 


Portable sprayer provides as 
much power as two single gun 
units, powers two precision-con- 
trolled guns simultaneously at full 
production for latex, oil base and 
other coatings. The unit will fit 
through an average door. Spee- 
Flo, Houston, Tex. 
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HOUSE & HOME 


day @night introduces 


The Cool 
Cube. 


It chills 11 classic builder beefs. 


1. Waste installation space. Why not join the Cool Cube Revolution? All you 
2. Eye-displeasing design. can lose are your aggravations. Write: Operation 
3. Inadequate heat removal. Cool Cube, Day & Night Manufacturing Co., 855 
4. Flimsy grille guards. Anaheim-Puente Road, La Puente, California 91747. 
5. Child-tempting external parts. 
6. Bulky construction. 
7. Garden-destroying exhaust heat. ) € a 
8. Ear-provoking panel rattle. day C? night 
9. Nerve-wracking motor noise. 

10. Corrosion and paint peel-off. MAN VIFA CTURING COMPANY 

11. Customer feedback. La Puente, California» Collierville, Tennessee 
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Textured Micro-Perforated 
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Now you can install Gold Bond Fire-Shield Corinthian 


Ceiling Grid Systems in light commercial construction. 


Here's a fire-rated system specifically designed 
for light construction and remodeling. And you 
install a// the components. Earn all the profit. Get 
commercial business you never could before. 
Gold Bond Fire-Shield Corinthian Ceiling Grid 
System earns a 1- or 2-hour fire rating depending 
on floor/ceiling system used. Just the thing for 
use in construction of restaurants, motels, drug 


stores — practically any store or small office 
building in town. And in addition to fire protec- 
tion, the Fire-Shield Corinthian lay-in panels offer 
excellent acoustical control. 

Your crews can erect these ceilings fast be- 
cause there are no more parts to handle than you 
find in regular ceiling grid system construction. 
Available through your Gold Bond" dealer. 


Keeping the heat off you is a National Responsibility 


Gold 


U.L. Design 64 - 2 hr. (concrete — bar joist) 


24^ CONCRETE 
/ 


Q- STEEL JOISTS 
P 2" OC. 


7 j 
FIRE-SMIELO — ^ Y  FIRE-SHIELD CROSS T 
HOLD DOWN CUP — / z oc 


7 
FIRE-SHIELD CORINTHIAN PANEL 7” \ 
Pd FIRE-SHIELD MAIN T 
« oc. 


#12 SWG HANGER WIRE 4 O.C. ALONG MAIN T's 
AND AT FOUR CORNERS OF LIGHT FIXTURES 


Size: 5/8" x 2'x 4 


Surfaces: Fissured, Needle Perforated or 
Textured Micro-Perforated 


Finishes: Painted White or White 
Plastic Coating 


Class “A” Rating: Meets Underwriters’ 
Laboratories, Inc. definition of 
"NONCOMBUSTIBLE" 


Gypsum Company 


The name Gold Bond identifies fine building 
products made by the National Gypsum 
Company. For more information on Gold 
d Bond Fire-Shield Corinthian, write 
n Dept. HH-591B, Buffalo, New York 14225 
L U 


Factory Mutual Design - FC-114-1HR 1 hr. 
(wood const.) 


= — 
o t 


FIRE-SHIELD 7” 
HOLD DOWN CLIP — , 


2 7 
FIRE-SHIELD MAIN T. ,^ 

# OC. ^, Hg 

x. FIRE-SHIELD CORINTHIAN PANEL 


#12 SWG HANGER WIRE 4' O.C, ALONG MAIN T's 
AND AT FOUR CORNERS OF LIGHT FIXTURES 


^ 
FIRE-SHIELD CROSS T 
? Oc. 


Fire Hazard Classification: ^ Painted Plastic 


White Coated 
Flame Spread 15 25 
Fuel Contributed 35 20 
Smoke Developed 10 


Sound Absorption: STC 


Range 
40-44 
40-44 
40-44 


Fissured 
Needle Perforated 
Textured Micro-Perforated 
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NEW PRODUCTS 
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Interiors 


Ho c M, 5 AM 7 
Old-fashioned siding, cut the way it was 100 years ago, has under- 
bark left on one side, is rough-sawn on the other. Pine or cedar planks 
are 2” thick in random widths and lengths. Decor Materials, Appleton, 
Wis. Circle 204 on Reader Service card 


Embossed-vinyl panels come in ten wood grains. The patterns are 
printed in vinyl that is bonded to hardwood or flakeboard, then em- 


bossed. Surface is washable, guaranteed not to fade or stain. Pacific 
Wood Products, Los Angeles. Circle 205 on Reader Service card 


New products continued on p. 198 


Moisture-proof panels have a decorative laminate surface on an 
expanded polystyrene core, can be applied to any existing wall, includ- 
ing tile. Panels come up to 5'x10' in 18 patterns. Formica, Cincinnati, 
Ohio. Circle 203 on Reader Service card 


Why do builders choose 
SHOWERFOLD enclosures? 


Homes and Apartments move faster 

when women approve your bath- 

rooms. And women love patented 

Showerfold tub and shower 

enclosures because they're 

beautiful, safe, and real work 

savers. 

They fold to less than 10 inches, 

allowing complete access for easy 

entry, bathing children or cleaning tub. Closed, they keep 
water inside where it belongs. The flexible panels wipe clean 
with a damp cloth. They will not mold or mildew. Safe! 
Can't crack, chip, shatter or break. Lifetime replacement 
guarantee on panels, too. 

Showerfold gives bathrooms a beautiful, spacious appearance. 
Choose from decorator panel colors. Trimmed in gold or silver 
anodized aluminum with bright or satin finish. 
Budget-matched. A complete range of sizes and styles provides 
product in every price range. 82 models in all. Write for 
free literature. 


T d 


SHOWERFOLD DIVISION 


KINKEAD 


INDUSTRIES 
INCORPORATED 


See us at Pacific Home 
Builders Conf. 5860 N, Pulaski Road, Chicago, Illinois 60646 
BOOTH 224 12601 Western Ave., Garden Grove, Cal. 92641 


eut DM NER. Du IESUS 
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A. Patrician tub/shower enclosure — 
moderately priced value leader. 


B, Empress tub/shower enclosure — 
finest quality for deluxe installa- 
tions. 


Circle 160 on Reader Service card 


C. Tiara center-opening double door 
tub/shower enclosure with wood 
grain accent —for luxurious homes. 


D. Corinthian corner enclosure — 
wall covering, floor and door for 
second bathrooms. 


HOUSE & HOME 
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Whats new in 


residential 
environmental 
control? 


Williamson's Fiven-One- 


WILLIAMSON 


ESTABLISHED 1890 
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PAT. NO. 3,385,351 


Ha 


ALTERNATE 
"SIDE" ASSEMBLIES 


"'IN-LINE" ASSEMBLY 


@ Heating © Dehumidification 
O Humidification @ Electronic Air Cleaning 
@ Air Conditioning 


Imagine creating a sparkling fresh residential environment where 
the home owner never worries about heat, cold, humidity, bacteria, 
pollen count, noise, etc. Impossible? You're wrong. The Williamson 
"Five-In-One" heats and humidifies in the winter, cools and de- 
humidifies in the summer; and electronically cleans the air all 
year long. Best of all it performs all these functions with just one 
self-contained unit— not a furnace with a number of added 
appendages. 


Williamson's "Five-In-One" offers heating capacities from 100,000 
to 180,000 B.T.U., and cooling capacities from 25,000 to 56,000 
B.T.U.; humidification up to one gallon output per hour and re- 
moval of over 9096 of all airborne contaminents. It is available 
for use with natural gas, L.P. gas and fuel oil. 


The gas fired units have a solid state modulating control system 
which proportions the flow of gas to the burner according to heat 
demand. A highly responsive thermistor sensing element allows 
temperature selection in increments of one degree. 


Write for descriptive literature today. 
The Williamson Company, Dept. A-111 


3334 Madison Road, Cincinnati, Ohio 45209 
Phone: (513) 731-1343 
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Floors 


Ceiling tiles of mineral fiber 
can be installed in a concealed 
grid system as shown or applied 
with adhesive, Nondirectional pat- 
tern minimizes joint lines, permits 
easier and faster installation of 
the 12"x12" t&g tiles. Conwed, 
St. Paul, Minn. 

Circle 206 on Reader Service card 
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Wainscoting, molded of wood 
fibers, comes in 15"x30" panels, 
can be mailed or cemented to 
walls, ceilings or cornices. Flanges 
at tops and sides allow for gaps 
up to 1/2" wide when fitting pat- 
tern to wall space. Weyerhaeuser, 
Tacoma, Wash. 

Circle 207 on Reader Service card 


Decorative tiles are new patterns in a line of 22 decorative 4"x4" 
ceramic tiles. Floral at left is green, blue and gold, urn at right, blue 
and white, and the butterfly, black, orange and beige. U.S. Ceramic Tile, 
Canton, Ohio. Circle 208 on Reader Service card 


fua 
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Sculptured 


nyl panels that look like handrubbed wood are self- 
sticking. Panels are 1'x2' and come packed six to a box. Available de- 
signs are colonial, Spanish and French Provincial. Decro-Wall, Elmsford, 
N.J. Circle 209 on Reader Service card 
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This announcement is neither an offer to sell, nor a solicitation of offers to buy, any of these securities. The offering is made only by the Prospectus, copies of which 
have been filed with the Department of Law of the State of New Y ork and the Bureau of Securities, Department of Law and Public Safety of the State of New Jersey. 
Neither the Attorney General of the State of New Y ork nor the Bureau of Securities of the State of New Jersey has passed on or endorsed the merits of this offering. 


NEW ISSUE 


April 3, 1969 


450,000 Units 


The Mortgage Investment Group 


2,250,000 Shares of Beneficial Interest 
with Warrants to Purchase 450,000 Shares of Beneficial Interest 


These securities are offered in Units, each consisting of five Shares of Beneficial Interest, $1.00 par 
value, and one Warrant attached to purchase one additional Share at a price of $20 per Share. 


Dean Witter & Co. 


Incorporated 


Paribas Corporation 


Price $100 Per Unit 


Copies of the Prospectus may be obtained from such of the under- 
signed and others as may lawfully offer these securities in this State. 


New York Securities Co. 


Bache & Co. 


Incorporated 


Bear, Stearns & Co. Dominick & Dominick, 


Incorporated 


Francis I. duPont, A. C. Allyn, Inc. Equitable Securities, Morton & Co. Goodbody & Co. Hallgarten & Co. 


Incorporated 


. E. Hutton & Co. 


Shearson, Hammill & Co. 


Incorporated 
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Ladenburg, Thalmann & Co. 


Shields & Company 


Incorporated 


F. S. Smithers & Co. 


F. S. Moseley & Co. L. F. Rothschild & Co. 


Tucker, Anthony & R. L. Day 


Arnhold and S. Bleichroeder, Inc. 


HOUSE & HOME 
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‘Our quality will help you 


merchandise your quality" 


Mr. Builder: 

Range hoods. Kitchen and 
bath fans. Heaters. Door 
chimes. We have them all in 
the quality you need to help 
merchandise your units. 


What's more, at Broan we 
deliver our products 
wherever and whenever you 
say. There are no 

costly delays. 


All our products are built for 
fast, easy installation to 
eliminate time-consuming 


p 
BROAN 


MAY 1969 


callbacks. Your overhead From one quality builder 
costs are kept to a minimum. to another, 


Your customers are BROAN MFG. CO., INC. 
kept happy. : 
We'd like to demonstrate POTUM 
our value to you. You'll 
profit from it. 


lama[]Builder [C] Contractor [] Architect 
O Dealer [] Distributor 


President 
a oo Bee: Sai a 
| BROAN MANUFACTURING CO., INC. | 
| HARTFORD, WISCONSIN 53027 l 
i Dear Jack: | 
I Please send me more information about all your quality-built products. | 
l | 
| NAME. | 
| | 
| FIRM | 
| l 
| ADDRESS | 
| 
ee ch a a rd 
I ] 
I | 
| | 
l | 
l ] 
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NEW LITERATURE 


Having custom client troubles? 


Builders can eliminate many of those an- 
noying and costly misunderstandings with 
custom clients. A new eight-page circular 
clearly spells out the rights and responsi- 
bilities of the architect, contractor and 
owner in any custom building and would 
make a useful handout to every prospective 
custom client. It covers types of agreement, 
fees, change orders and responsibilities for 
insurance, permits, taxes and surveys. Single 
copies of Business Dealings With the Ar- 
chitect and the Contractor are free until 
July 1 and 15¢ thereafter. For individual 
copies, as well as for information on bulk 
orders of Circular A 2.0, interested builders 
can write to; Henry R. Spies, Small Homes 
Council-Building Research Council, Univer- 
sity of Illinois, 1 East St. Mary’s Rd., 
Champaign, Ill. 61820 


For copies of free literature, circle the indicated 
number on the Reader Service card, p. 189 


PLUMBING FIXTURES. New bold colors and 
shapes in a complete line of plumbing fixtures are 
shown in four-color room settings decorated to 
£o with the seven basic colors and five accent 
colors. Included are 5’ and 6’ tubs, oval, round, 
rectangular and delta basins, lavatories, several 
toilets, bidets, kitchen sinks and a variety of 
chrome and brass Kohler, Kohler, Wis. 
Circle 301 on Reader Service card 
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APPLIANCES. A fully illustrated catalog describes 
à complete line of appliances: ranges, ovens, cook- 
tops, hoods, room air conditioners, dishwashers, 
disposers, refrigerators, freezers, washers and 
dryers, Complete specifications are included along 
with installation drawings and closeup photos of 
various special features. Also included is informa- 
tion on the manufacturer's kitchen/laundry plan- 
ning service. Hotpoint, Appliance Park, Ky. Circle 
302 on Reader Service card 


BUILT-UP ROOFING SYSTEMS. A manual on 
roofing practices includes four new systems for 


the manufacturer's coated felt roofing and an 
improvement in an asbestos felt roof system, Gen- 
eral and detailed specifications are given, and 
drawings accompany installation instructions, Also 
inglüded are flashing details. Celotex, Tampa, Fla. 
Circle 303 on Reader Service card 


FASTENERS. A brochure describes patented clips 
that bond to masonry, concrete, metal or wood 
to hold insulation, tubing, wood strapping or fur- 
ring. Photos show how the devices attach to flat, 
curved or corrugated surfaces with the manufac- 
turer's neoprei se adhesive, Stic-Klip, Cam- 
bridge, Mass. Circle 304 on Reader Service card 


PLASTIC-FINISHED PANELING. Full-color illus- 
trations of residential and commercial installa- 
tions show hardboard paneling on walls and ceil- 
ings. All colors, wood grains and patterns are 
shown. Also included: information on ceiling 
blocks, decorator patterns, doors, fire-test panels, 
accessories, moldings, murals and pegboard. Mar- 
lite, Dover, Ohio. Circle 305 on Reader Service 
card 


ARCHITECTURAL GLASS. Color photos show 
residential and commercial uses for tinted, solar, 
patterned and enameled glass in a brochure that 
describes the manufacturer's production. control 
standards and includes information on various 
properties and applications. Glaverbel, New York 
City. Circle 306 on Reader Service card 


WOOD PRODUCTS. Eleven pamphlets cover wood 
structural framing, sheathing, decking, machine- 
rated lumber, laminated and solid posts and beams, 
railings, fences, a storage fence and ideas for 
garden structures, siding, interior paneling, con- 
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Your best salesman 
is always 


in the bathroom. 


That is, if you've been particular enough to install Nile 
Faucets in your new homes. 

Nile Faucets look great. When a buyer hesitates over a 
. send him to the bathroom. 
With Nile lavatory faucets, he's sold. And Nile not only 
looks good. But it's trouble free. There's only one internal 
moving part. The less parts the less need for repairs 
and maintenance. And all the more years of worry-free 
service. The control caps inside Nile Faucets are made of 
Delrin by Dupont. Teflon packing insures smooth, self- 
lubricating easy operation. Lucite knob or metal lever 
handles are interchangeable. Nile bathroom basin spouts 
are longer than average for a bigger clearance between 
the spout and the basin. Which means no splash. 
Which means bigger sales. 
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Which means Nile. 


Circle 164 on Reader Service card 


sale because of details . . 


For free, illustrated literature, write Nile Faucet Co., 
Dept. N. A., 21001 Van Born Rd., Taylor, Mich. 48180. 


ONILE 


HOUSE & HOME 
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NEW LITERATURE 


Starts on p. 200 


crete forms and paneling patterns. Each booklet 
includes selector charts, photos and drawings of 
sample applications and product information. 
Western Wood Products Assn., Portland, Ore. 
Circle 307 on Reader Service card 


FITTINGS AND ACCESSORIES. An illustrated 
catalog contains information on manufacturer’s 
styling changes and new additions to a complete 
line of kitchen, bathroom and lavatory faucets and 
accessories. Featured products are  high-style 
handles, pressuré-balancing shower controls, swiv- 
el sprays and a five-in-one accessory center. Moen, 
Elyria, Ohio. Circle 308 on Reader Service card 


SIGNALING DEVICES, Bells, buzzers, pushbuttons, 
chimes, sirens and burglar and fire alarm systems 
are illustrated and described in a catalog that in- 
cludes sizes, installation instructions and informa- 
tion on required voltages. Lee Electric, West New 
York, N.J. Circle 309 on Reader Service card 


RESILIENT TILES. An annual guide compares 
colors and patterns of vinyl asbestos and asphalt 
tiles by eight major manufacturers, Charts for 
chip, marble, wood and stone patterns are ar- 
ranged by basic color families and show commer- 
cial equivalents by name and number. Asphalt and 
Vinyl Asbestos Tile Institute, New York City. 
Circle 310 on Reader Service card 


CERAMIC TILE. A full-color catalog describes a 
complete line of glazed and unglazed ceramic tiles, 
mosiacs, architectural tiles and quarry tiles. The 
48 available colors are shown, as are ten accent 
colors, and photos depict many varieties of pat- 
terns, finishes—textured, crystalline and matte— 
and sample applications, American Olean, Lans- 
dale, Pa. Circle 316 on Reader Service card 


LIGHTING FIXTURES. Many styles—French, Ital- 
ian, Spanish, Mediterranean, early American, con- 
temporary—make up a complete line of chande- 
liers, wall lights, pendants, post lanterns and 
recessed fixtures. A 124-page four-color catalog 
gives complete specifications and ordering infor- 
mation and includes details on other products such 
as dimmers, bulbs, built-in vacuum systems, inter- 
coms, alarm systems, chimes, pushbuttons and 
doorbells, hoods, heaters and ventilators. Thomas 
Industries, Louisville, Ky. Circle 312 on Reader 
Service card 


PANEL DOORS. A loose-leaf catalog describes 
more than 150 different types and styles of wood 
panel doors. Complete specifications are included. 
St. Regis Forest Products, Tacoma, Wash, Circle 
319 on Reader Service card 


PANEL SIDING. A technical sheet describes a new 
siding panel with the appearance of stucco for 
English or Spanish exteriors. Advantages of the 
material in handling and durability are cited, a 
closeup photo shows the textured surface and 
drawings show typical installations. Masonite, Chi- 
cago, Circle 313 on Reader Service card 


ROOF INSULATION. A data sheet covers the com- 
position and properties of a cellular glass insulat- 
ing material sandwiched between kraft paper for 
rigidity. Recommended installations and drawings 
of typical applications are included along with a 
photo of the product itself. Pittsburgh Corning, 
Pittsburgh, Pa. Circle 314 on Reader Service card 


ALUMINUM NAILS. A four-color booklet lists 
styles and sizes of aluminum nails for various 
building needs, shows various colors of nails avail- 
able, gives do's and don't's for their use and shows 


possible dollar savings in painting costs, The Alu- 
minum Assn, New York City. Circle 315 on 
Reader Service card 


Annual H&H indexes 


Copies of House & Home's editorial in- 
dexes for 1965, 1966, 1967 and 1968 are 
still available. Each is an eight-page, 
cross-referenced listing of subjects cov- | 
ered that year by this magazine. To get 
copies (there's no charge) write to: 
Reader Service Dept, House & Home, 
330 West 42nd St, New York, N.Y. 
10036. 


ELECTRIC HEATING. Four-color photos show a 
variety of baseboard, wall-mounted and drop-in 
floor heatets, Black-and-white photos show fan- 
forced, infrared and radiant ceiling heaters, com- 
bined lighting/heating ceiling fixtures, snow melt- 
ing mats and thermostats and controls. Included: 
complete specifications and some installation 
drawings. Emerson Electric, St. Louis, Mo. 
Circle 317 on Reader Service card 


URETHANE INSULATION. A guidebook on how 
to choose and use the urethane insulation best 
suited to a specific application includes tables com- 
paring the properties of seven products now on 
the market and a selector chart. Construction de- 
tails are included. Upjohn, Torrance, Calif. Circle 
318 on Reader Service card 


This little piece of paper 
tool 


in the 
dishwasher business. 


is the best selling 
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HIGHLIGHTS ` 


DISHWASHER 
GUARANTEE 


Waste King's 
20 year guarantee. 


There's nothing like a good, solid guarantee to clinch 
a sale. Especially when it's based on a good, solid 
product advance. That's why we built Waste King 
Universal dishwashers with stainless steel tanks, inner 
doors, wash arms and basket glides. And then 
guaranteed these stainless steel parts for 20 years 
against failure due to corrosion. 


And you get lots more to sell with Waste King 

Universal dishwashers...things women want: 

* Greater capacity ... with greater interior height 
and a unique water distribution system that allows 
greater flexibility in loading. 

* Really scrubs dishes clean. ..twin wash arms rotate 
in opposite directions, forcing hot, detergent- 
activated water totally into both upper and 
lower baskets. 

* Rapid-Advance Timer ...so good it's guaranteed 
5 years. 

* Disposo Drain eliminates tedious hand-rinsing... 
a quick scrape and pop dishes in the basket. 

* 162? Sani-heat final rinse... automatic Sparkle 
Rinse...patented ThermoMatic heater assures 
sanitized humidity-free drying. 


All that... plus a 20-year guarantee. Makes a nice 
selling story. Doesn't it? 


® 
3300 E. 50th Street, Dept. H-5 


Los Angeles, California 90058 
A Subsidiary of Norris Industries 


Quiet...just above a whisper. 
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. Accent your homes 


with Harris BondVilood 


DOMINO, ONE OF MANY EXOTIC HARRIS BONDWOOD® PATTERNS. 


Try this kitchen floor for wear - and save! 


Here’s a different way to make your homes more valu- 
able without adding any cost. Pick just one area— 
kitchen, foyer, hall, den or playroom—and install 
Harris BondWood® parquet. The resulting splendor 
will catch the fancy of even the "hardest-to-close" 
customers! Choose from rich domestic hardwoods or 
from rare imported woods such as Guiana Teak, 
Panga-Panga or Brown Rhodesian Teak, all %6” thick 
and ingrained with lasting elegance. For the best laid 
floors in the U.S.A. specify Harris BondWood®. 
There’s a pattern for every budget—installed and 
custom finished for approximately 60¢ to $2.50 sq. ft. 
in most areas. 


MAY 1969 


Harris Manufacturing Co. 
Dept. HH-59, Johnson City, Tennessee 37601 


Please send information on BondWood® Floors 
O Domino 
O Other Custom Designed Wood Floors 


Name. Title 
Company. 

Street, 

City. State. Zip. 


Since 1898 


HARRIS HARDWOOD FLOORING 


PARQUET * COLONIAL PLANK * STRIP * STAIRWORK 
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5 sales leads a minute 


No wonder advertisers love House & Home 


Readers react to what they see in House & Home. A twelve-month 
analysis of Reader Service Requests shows that manufacturers 
received more than 600,000 sales leads from builders and other hoi 

ing professionals —all generated by products described and " 
tised in House & Home. 


An average of five sales leads a minute each and every working day 
of the year! 


Here is a twelve-month record of how these busy buyers react to what 
they see in House & Home. 


SALES LEADS FROM: EDITORIAL ADVERTISING 
BUILDERS 153,115 109,571 
SUB-CONTRACTORS 17,577 11,893 
DISTRIBUTORS, RETAIL 7,895 5,334 
DISTRIBUTORS, WHOLESALE 6,094 3,515 
ARCHITECTS 64,735 43,925 
CONSULTING ENGINEERS 15,346 11,929 
REALTY 16,692 12,113 
FINANCIAL 31,700 5,233 
OTHER 71.392 51,118 

TOTAL 384,546 254,631 


Great editorial creates reader reaction like this! 


House & Home has the largest, most-experienced editorial staff in the 
field —13 full-time editors and assistants plus outstanding industry 
consultants. In addition, House & Home has continuous access to F.W. 
Dodge Reports of construction activity in housing and light construc- 
tion, and the full resources of the great McGraw-Hill World News net- 
work —the largest business news gathering source in the country. 


